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iS gives new strength to tank heads 
at Lukens Steel Company 


Lukens Steel Company, Coatesville, Pennsylvania, makes a 
complete line of heads for high pressure LP-Gas storage 
tanks. For economy reasons, these heads are cold pressed. 
But cold pressing leaves brittle areas on the head rim. When 
heads go through the “bumps” and “bangs” of tank 
assembly, breaks occasionally develop in the brittle area 
around the head rim. 

Lukens solved the problem by stress relieving the heads 
with Gas. An assembly line conveyor brings the heads to a 


special Gas-fired machine where a battery of burners stress 
relieves the entire periphery of the % inch thick head rim. 
As a result, there are no more brittle areas in the rim. And 
there are no more breaks during assembly operations. 

When you have a problem in your production line 
involving heat processing, call your Gas Company Indus- 
trial Specialist. He’ll be glad to discuss the economies and 
results you can expect from using Gas and modern Gas- 
fired equipment. American Gas Association. 


Above is one of a series of advertisements, prepared under supervision of A. G. A. 
Industrial and Commercial Advertising Committee, appearing in business publications 





With the appearance of flight, 30-inch 
gas line crosses Colorado River near 
Blythe, Calif. A Mel Jones photograph 


Tice gas companies whose 
management may have reserva- 
tions, tacit or expressed, about the 
willingness or ability of combina- 
tion member companies to partici- 
pate wholeheartedly in the Gas In- 
dustry Development Program, are 
invited to turn to page 8. The case 
history on what Baltimore Gas and 
Electric is doing to promote the use 
of gas in its city gas territory should 
give many a “simon-pure” gas util- 
ity a goal to strive toward... . 
J. Theodore Wolfe, Baltimore’s ex- 
ecutive vice-president and GID 
head, presents his own ideas on the 
“Giddyap” program, especially as 
it applies to industrial and com- 
mercial gas sales. Excerpts from his 
stimulating talk delivered recently 
in Boston are carried on page 29. 

. Our hosts of Pacific Coast Gas 
Association are preparing a festive 
time for the joint A. G. A.-PCGA 
Convention next October. An eve- 
ning at the new Disneyland, includ- 
ing a campfire barbecue, is among 
the events lined up already. For de- 
tails, including the more mundane 
hard work of a convention, see 
page 7... . Another conference, 
the sixth meeting of the Interna- 
tional Gas Union, is also on this 
fall’s agenda. For the first time, the 
U. S. gas industry is acting as host to 
its colleagues from abroad. Prelimi- 
nary arrangements are on page 23. 
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Those persons who may feel that the gas industry’s fine 
record of growth and service under private enterprise has 
earned it immunity from public power measures are due for 
a shock. Already passed by the Senate and reported out by 
the House Banking and Currency Committee is a bill that pro- 
vides for a $100 million revolving fund to be used for financ- 
ing “. . . basic public works, including . . . gas distribu- 
tion systems.” On July 1, the House Rules Committee by a 
6-6 vote refused to report it out, but may reconsider. 


on industry trends and activities 


FEDERAL AID FOR MUNICIPAL GAS SYSTEMS 


This provision is under Title Il of the 1955 Housing Bil 
S. 2126. Municipal electric systems are not included. Its ad. 
ministration would be under the Housing and Home Finance 
Administrator. 

This action serves notice that the advocates of public 
power are still busy in the nation’s capital, and that they are 
not interested solely in electric power. The gas industry mus 
be on the alert. 





IKE ON PRODUCERS 


Controversy over regulating producers came up at a re- 
cent Presidential news conference. Asked for comment, the 
President posed the problem succinctly: “How do you defend 
adequately and properly a consuming public. And how do 
you encourage at the same time the utmost in exploration 
and exploitation of the natural resources—in this case, gas?” 
He expressed the opinion that Congress is making progress 
in devising a bill which will solve this dilemma. 


RELOCATION COSTS 


Democrats in the House have their own version of provi- 
sions for reimbursing utilities for relocation costs under the 
proposed federal highway aid program. As in the bill passed 
by the Senate, these costs would be reimbursed up to 50 per- 
cent, but the House group has removed the two percent 
limitation imposed by the Senate. 


LOCAL REQUIREMENTS 

Progress toward eliminating many special local appli- 
ance requirements which are now obsolete or no longer 
pertinent was achieved at a meeting of representatives of 
all gas companies which have special requirements supple- 
mentary to A. G. A. requirements. Support by top manage- 
ment of these companies will be required if these representa- 
tives are to be able to complete their assignment at a sub- 
sequent meeting. 


SPECTACULAR ACTION 

A spectacular 50 percent increase in gas range sales is 
reported from the Lansing Action Demonstration City area. 
Gas clothes dryer and gas incinerator sales have jumped 
by 30 percent. Most encouraging to this merchandising gas 
company is increased sales by appliance dealers. The com- 
pany has already set up another demonstration area and 
plans to extend the plan to other cities in its territory. 





NO DOWN PAYMENT 


Houston Natural Gas has followed the lead of a number 
of other companies with an ingenious plan to upgrade gas 
range sales. The gas company, which handles credit for ap- 
pliance dealers, has removed down payment requirements 
for ranges selling at more than $200. Lower priced range 
sales still require a regular down payment. 


TRAVELING FUEL 

“The Fuel That Travels 425,000 Miles a Day” is the in- 
triguing title of an article in “Steelways,” external organ 
published by American Iron and Steel Institute. Beginning 
with a four-color cover photograph, the article follows natural 
gas from exploration through transmission. Producers’ fears 
of federal regulation were voiced at the article’s conclusion. 


INTRICATE LINKAGE 

President Banks spoke eloquently at the Canadian Gos 
Association convention of a Canada and United States linked 
by natural gas transmission lines (see page 11). A dramatic 
instance of such linkage was described by S. Cassell Barrett 
Colorado Interstate Gas vice-president, at an American In 
stitute of Mining and Metallurgical Engineers meeting in 
Denver. Gas from the Rocky Mountains, he said, will be able 
to reach any U. S. market when Colorado Interstate’s nev 
line is connected with Pacific Northwest's line from the San 
Juan Basin. 


KITCHEN STANDARDIZATION 

“House & Home,” the builders’ magazine published 5) 
Time, Inc., is conducting a kitchen standardization rouné 
table. These symposia are a favorite device for presenting I" 
formed opinion in its editorial pages. Among subjects to be 
discussed of particular interest to gas men are venting 0 
clothes dryers and built-in ovens, and larger sizes for water 
heaters. Leroy Klein, Caloric Appliance Corp., is a member 
of the subcommittee doing the ground work for the fine 
round-table discussion. 


@ A report in brief 
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H. Carl Wolt 
1891-1955 





Carl Wolf, consultant to American Gas Association since 

. he resigned earlier this year as managing director because 
of ill health, died on June 26 at the age of 63. Services, at- 
tended by many of his friends and associates within the gas 
industry, were held June 28 at the Episcopal Church of St. 
James the Less, Scarsdale, New York. 

Among many expressions of esteem was a statement by 
F. M. Banks, president, A. G. A., and president, Southern 
California Gas Co., who came from Los Angeles for the serv- 
ices. The gas industry has experienced a great loss through 
the death of H. Carl Wolf,’’ Mr. Banks said. ‘His life was 
dedicated to the advancement of our industry through im- 
proving the services of A. G. A. and its member companies. 
That was his ambition when he was elected managing di- 
tector in 1945. The history of the Association since then re- 
flects great progress toward the achievement of his goal. We 
know it remained his ideal until he died. His many friends 
and associates will always remember him for his tremendous 
ability and his devotion to the highest ideals.” 

Paying tribute to Mr. Wolf's “imaginative and constructive 
leadership, combined with tremendous personal loyalty and 
magnetism,” C. S. Stackpole, present A. G. A. managing di- 
tector, said that by his death ‘‘the gas industry lost one of 
its most enlightened and progressive champions.” 

Mr. Wolf had been a prominent executive in the utility in- 
dustry for many years and was president of Atlanta Gas Light 
Company and its subsidiaries when appointed A. G. A. man- 
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aging director. Born in Edwardsville, Ill., Mr. Wolf entered 
the utility industry after graduation from the University of 
Illinois with BS, MS and EE degrees. 

He joined the Illinois Commerce Commission, became 
manager of the Edwardsville Water Co., and later served as 
chief engineer of the Public Service Commission of Maryland. 
After joining Central Public Service Corporation in Indiana, 
Mr. Wolf became vice-president of Consolidated Electric and 
Gas Co., and then president of Central Indiana Gas Co., 
Muncie, Ind. He went to Atlanta Gas Light Company in 
1938 as president. 

Mr. Wolf served in World War I as captain in the U. S. 
Engineer Corps, was in combat in France and later served 
with the American Peace Commission. 

When Mr. Wolf submitted his resignation as managing di- 
rector earlier this year, the A. G. A. Board of Directors 
tendered him a testimonial dinner as a tribute to his long and 
important contributions to the gas industry. Mr. Wolf was 
presented with an engraved testimonial of appreciation and 
with several gifts. 

He had received a similar token of appreciation from the 
city of Atlanta when he was awarded a citation for his active 
participation in civic affairs there. In that city he had long 
been noted for his devotion to public and civic service. 

Mr. Wolf is survived by his widow, the former Louise 
Burroughs, a son, Robert B., and a sister, Miss Doris Wolf of 
Edwardsville, Illinois. 
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| selection of responsible industry leadership will be an 
important task facing the delegates at the American Gas 
Association Annual Convention in Los Angeles next October. 
The Association's General Nominating Committee has drawn 
up a slate of officers, directors and section chairmen. Repre- 
sented are leaders from production and distribution concerns, 
manufactured, natural and mixed gas companies, pipeline 
and utility holding companies and gas appliance manufac- 
turers, 

The complete slate will be voted upon by the membership 
at an executive session during the Annual Convention, Octo- 
det 17-19. In accordance with Section 2 of Article X of the 
A. G. A. Constitution and By-Laws, any 50 company mem- 
bets may make additional nominations for any elective office, 
and 50 individual members may make additional nominations 
of sectional officers, by placing them in the hands of the As- 
sociation’s managing director not later than August 1. 

The Nominating Committee recommends the election of 
a president, two vice-presidents, a treasurer, 15 directors, 11 
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LYLE C. HARVEY JOHN E. HEYKE, JR. 





R. W. OTTO F. T. PARKS 





J. THEODORE WOLFE D. K. YORATH 


section chairmen and vice-chairmen. 
Elected at the 1954 A. G. A. Annual Convention, Atlantic 
City, the General Nominating Committee consists of: 


Everett J. Boothby, chairman, president, Washington Gas 
Light Co., Washington, D. C.; E. I. Bjork, president, the 
Peoples Gas Light and Coke Co., Chicago, III. ; Frederic O. 
Hess, president, Selas Corporation of America, Philadelphia, 
Pa.; D. A. Hulcy, president, Lone Star Gas Co., Dallas, Texas ; 
W. M. Jacobs, vice-president, Southern California Gas Co., 
Los Angeles 54, Calif.; J. F. Merriam, president, Northern 
Natural Gas Co., Omaha, Nebr. ; J. D. Roberts, vice-president, 
Mountain Fuel Supply Co., Salt Lake City, Utah; J French 
Robinson, chairman, Consolidated Natural Gas Co., New 
York, N. Y.; Charles G. Young, president, Springfield Gas 
Light Co., Springfield, Massachusetts. 


The following list of nominations is brought to the atten- 
tion of the American Gas Association membership, in accord- 
ance with the Association’s Constitution and By-Laws: 





or chairmen 





Accounting Section General Management 





B. H. WITTMANN 
Operating Section 


Or vice-chairmen 





W. D. SWEETMAN 
Accounting Section 


LESLIE A. BRANDT 
General Management 


J. ROBERT DELANEY 


Commercial Gas Section 





GROVE LAWRENCE 
Operating Section 


W. D. WILLIAMS 


Operating Section Residential Gas Section 








For president—DEAN H. MITCHELI. President 
ern Indiana Public Service Co., Hammond. Indiana 

For first vice-president—C. H. ZACHRY, 
Southern Union Gas Co., Dallas, Texas. ; 

For second vice-president—A. W. CONOVER 
dent, Equitable Gas Co., Pittsburgh, Pennsylvania 

For treasurer—VINCENT T. MILES, treasurer 
Island Lighting Co., Mineola, New York. , 

F. M. Banks, president, Southern California Gas (i 
Angeles, Calif., is the Association’s retiring president g 
become a director. 


Newly nominated and re-nominated directors are: 

M. A. ABERNATHY,* vice-president, United Gy 
Line Co., Shreveport, Louisiana. 

PHILIP E. BECKMAN, vice-president in charge 
operations, Pacific Gas and Electric Co., San Francisca 
fornia. 

R. E. CRAWFORD, president, Minnesota Valley \ 
Gas Co., St. Peter, Minnesota. 

LYLE C. HARVEY, senior vice-president, Carrier| 
Syracuse, New York. 

JOHN E. HEYKE, JR.,* president, Brooklyn Uni 
Co., Brooklyn, New York. 

D. E. KARN,* president, Consumers Power Co., ja 
Michigan. 

WISTER H. LIGON,* president, Nashville Gy 
Nashville, Tennessée. 

CHESTER L. MAY, senior vice-president, Lone Si 
Co., Dallas, Texas. 

ROBERT W. OTTO, president, Laclede Gas ( 
Louis, Missouri. 

F. T. PARKS,* vice-president, Public Service Co. off 
rado, Denver, Colorado. 

J. C. PETERSON, president, Manufacturers Light & 
Co., Pittsburgh, Pennsylvania. 

W. F. ROCKWELL, JR., president, Rockwell Manu 
ing Co., Pittsburgh, Pennsylvania. 

EDWARD H. SMOKER, president, United Gas Im 
ment Co., Philadelphia, Pennsylvania. 

J. THEODORE WOLEFE,* executive vice-president, 
more Gas & Electric Co., Baltimore, Maryland. 

DENNIS K. YORATH, general manager, North 
Utilities Ltd., Edmonton, Alberta, Canada. 


ACCOUNTING SECTION 


For chairman: 

E. R. EBERLE, assistant to general commercial ma 
Public Service Electric & Gas Co., Newark, New| 
For vice-chairman: 

WILLIAM D. SWEETMAN, superintendent, custot 
counting department, The Peoples Gas Light & Cok 
Chicago, III. 


‘GENERAL MANAGEMENT SECTION 


For chairman: 


JOHN H. CARSON, vice-president, The East Ohit 


Co., Cleveland, Ohio. (Continued on page 38) 


* Re-nominated. 
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Conventioneers to tour Disneyland 











isneyland, the fabulous new West 

Coast entertainment center, will be 
the site of a gigantic western barbecue 
on October 18, to which all delegates 
and guests attending the American Gas 
Association-Pacific Coast Gas Associa- 
tion Convention in Los Angeles are in- 
vited. 

“Disneyland is different from any- 
thing ever before offered, and we can 
promise delegates an evening they will 
long remember,” said F. W. Seitz, 
Southern Counties Gas Co., chairman of 
the Entertainment Committee. 

The Tuesday night barbecue will be 
staged around campfires, with authentic 
cowboy singing for color for the event. 
After the barbecue, the visitors will tour 
the four kingdoms comprising the fan- 
tasticempire that is Disneyland. These are: 

Tomorrowland—a glance into the fu- 
ture with a giant space rocket, either 500 
miles above the earth—or a trip to the 
moon. Also seen will be conceptions of 
highways, appliances and home installa- 
tions of the future. 

Fantasyland—which offers a Peter 
Pan ride on a pirate galleon over Lon- 
don to Never Never Land. Also a Snow 
White ride to meet the Seven Dwarfs. 
And a restaurant that is entered by a 
pirate ship. 

Frontierland—where past history of 
America lives again, complete with In- 
dians and leather stockinged frontiers- 
men. From a dock a 105-foot paddle- 
wheeler steamboat cruises American 
rivers. 

Adventureland is the fourth kingdom 
in Disneyland. It offers the flora and 
the fauna of the paradises of explorers. 
Guests can visit Tahiti, Centraland 
South America, Africa, Asia and Aus- 
tralia on an explorer’s boat. And they 
may end their visit by a trip of a turn- 
of-the-century railroad which circles the 
park reviewing all of its wonders. 

The entertainment program was only 
one of the fine features covered in the 
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excellent progress report made by sub- 
committees on arrangements for the An- 
nual Convention to R. R. Blackburn, 
vice-president of Southern California 
Gas Co., chairman of the General Con- 
vention Committee. 

Robert A. Hornby, executive vice- 
president, Pacific Lighting Corp., re- 
ported progress being made in obtain- 
ing general session speakers. Arrange- 
ments for the press room at the Biltmore 
Hotel and plans for advance publicity 
were reported by J. T. Van Rensselaer, 
Southern California Gas Co., chairman 
of the publicity committee. Other mem- 
bers of Southern California Gas Co. 
serving as subcommittee chairmen re- 
ported as follows: 

W. A. Wilson told of arrangements 
for obtaining signs, public address sys- 
tems and other props. Members of his 
committee will handle requests at each 
of the hotels where meetings will be 
staged. 

The Housing Committee is working 
with the Los Angeles Chamber of Com- 
merce. According to R. F. Ogborn, ade- 
quate housing will be available for all 
delegates. Mr. Seitz reported on plans 
for a ladies’ sightseeing tour, a style 
show and the card party, in addition to 
the Disneyland barbecue party. Plans are 
being made for the President's reception 
and dance. 

A registration list will be published, 
G. S: Coates reported. The Southern 
Counties executive said each registration 
booth would be informed of registrations 
made at other hotel booths. The trans- 
portation and hospitality committees, 
under C. A. Renz and F. A. McCandlies, 
reported progress. R. W. Johnson said 
that although it might not be possible 
for large groups to play together, ar- 
rangements will be made to see that any- 
one wanting to play golf may do so. 

Kurwin R. Boyes, secretary and con- 
vention manager of A. G. A., reported 
on preliminary plans for convention 


As chairman of General Convention Committee, 
R. R. Blackburn, Southern California Gas Co., 
makes plans for A.G.A.-PCGA annual meeting 


meetings of the various Sections of 
A. G. A. 

The Accounting Section’s sessions will 
be held at the Hotel Statler. D. W. Pe- 
terson, Minneapolis Gas Co., coordinator 
of the General Activities Group, will 
preside at a meeting in the Los Angeles 
Room, on Monday afternoon, October 
17. The section will sponsor a luncheon 
and afternoon session in the Sierra 
Room on Tuesday, with A. T. Gardner, 
Delaware Power & Light Co., chairman 
of the Section, presiding. 

The chairman of the PCGA Account- 
ing section will greet delegates and par- 
ticipate in both meetings. Plans include 
presentation of the Order of Accounting 
Merit awards, a paper on electronic ac- 
counting, a customer relations panel, 
and discussions on taxes, mechanization, 
incentive compensation and cost controls. 

(Continued on page 50) 






























Combination Company Stile im 


Gas industry's 15-point program serves as guide 
and spur to Baltimore Gas and Electric’s gas department, with outstanding resullf 
achieved in both industrial and residential fields ‘ 


WINDOW DISPLAYS 


— each branch vigorously and in- 
telligently.’” Over many years this has 
been the basic policy of Baltimore Gas 
and Electric Company in developing the 
maximum potential of gas and electric 
business throughout its service area. 
Separate departments—gas and elec- 
tric—operate in industrial and commer- 
cial promotion and sales, and the above 
policy has produced keen competitive ef- 
fort and aggressive selling techniques. In 
the domestic field, where promotion 
work is unified, thoughtful planning and 
capable direction of activities ensure the 
effective development of both services. 
Management maintains an impartial 


attitude, imposing only the condition 
that no undertaking for either service 
can be detrimental to or reflect unfavor- 
ably upon the other, and that the funda- 
mental concern must be the customer’s 
best interest. Where circumstances indi- 
cate almost equivalent advantages, the 
customer is supplied with all the facts 
and figures in order that he may make 
his own choice. 

Economics work in favor of gas with 
respect to many uses in Baltimore. This, 
augmented by the determination of the 
company’s management to adhere to the 
15 points of the Gas Industry Develop- 
ment Program and the advent of natural 


gas in 1950, has produced results excit- 
ing enough to gladden the heart of many 
a gas man. 

President Charles P. Crane and Execu- 
tive Vice-president J. Theodore Wolfe 
are justifiably proud of their gas sales di 
vision which they believe to be doing 
one of the best jobs for gas anywhere in 
the country. The Baltimore company 
serves over 320,000 residential gas cus 
tomers and 414,000 residential electric 
customers. Most of these are in the met- 
ropolitan district of Baltimore and use 
both services. 

Wherever gas is available, the com 
pany promotes on/y matchless gas ranges 
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CAS & ELECTRIC CO. 


for cooking and only automatic gas 
water heaters for water heating. Gas 
house heating is strongly promoted 
wherever that service is available. ‘And 
gas has been gaining steadily with those 
uses in the last five years. 

The results since 1950 have been san- 
guine enough for any adherent to the 
Action Program for Gas Industry De- 
velopment. Below are saturation percent- 
ages for two major gas appliances in the 
Baltimore gas territory since 1950. 

These results have all taken place in a 
territory where there are no gas-only 
distributors and practically no gas-only 
dealers. The company estimates that its 
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THE GAS & ELECTRIC Co. 





own sales division accounts for from 10 
to 20 percent of all gas appliance sales. 
It is fairly obvious, then, that this com- 
bination company has the confidence and 
good will of its dealers and customers in 
the acceptance of gas equipment. 


Automatic House 
Water Heaters Heating 
1950 31.5 9.5 
1951 35.9 13.1 
1952 39.4 17.4 
1953 43.5 21.6 
1954 48.1 26.6 


While historically Baltimore was the 


OUTDOOR ADS 


first city in the United States to be serv- 
iced with gas (for lighting), it was not 
until the advent of natural gas that gas 
heat became competitive in both new 
and old homes. The sales division also 
went into high gear to upgrade gas 
ranges and automatic water heaters. Both 
gas and electric dryers are promoted in 
combination territory. 

When the Gas Industry Development 
Program was first proposed and enthusi- 
astically endorsed by both gas utilities - 
and manufacturers, Baltimore’s Executive 
Vice-president Ted Wolfe called upon 
the sales, promotion, and operating de- 
partments to report to him the then exist- 
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ing practices in relation to GID’s 15 

points. After full discussion, it was de. 

cided, and all department heads were then 

informed, that these GID points were tg 

be considered company policy and that 

changes would have to be made wherever 

activities did not adhere to those policies, 
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ae nase S pushing the Action Demonstration Pro. 
epee rites: gram throughout its service territory, 


ares served by ome ie 
191.000 hemes are 
7 <n omen? owered 
Year ‘Round Ale Orr te cote Od comfort Gor ter Howton. The axe 
a lent Mirae noon th 
feats yor ek way toenioy Y . 
the ecomonte not Peace treaties of 


9 te et eae nm ae This program is being applied fo 
paneonat Coen Sa an prog § appiie r all 


172000 famies ore heating sector ‘by « 


types of gas uses—residential, commer. 
iat eee ae cial, and industrial. The Appliance Sales, 

vs se ee Bret ; y Le a Residential Promotion, and Industrial 
So cat pa Fuel departments of the company’s Sales 
Division are proving that a combinatiog 

company can do the sort of job for gag 

that must be done everywhere in ordége 

to maintain and increase the use of gag 

and gas appliances. 

Here are some of the things that the 

Baltimore company is doing these days: 


Residential 


In the new building field, company 
representatives—20 field men and a sie 
pervisor—contact the builder or contract 
owner of each new home to make certain 
that gas is installed for space heating, 
water heating, and cooking. The installa. 
tion of gas dryers and incinerators is also 
encouraged. Practically all new homes is | 
around Baltimore now install gas for _ 
house heating. The company also adver- borde 
tises in local builder trade papers. tional 

In the existing home market, gas ap- Thi 


liance dealers whose primary interest j the 
All uses of natural gas are vigorously promoted in solid schedule of P " : : E ie ae across 
N EWSPAPERS newspaper ads. Within territory served by gas, Baltimore Gas and in the past several years has been gas : 


Electric promotes only matchless gas ranges, seeks dealer cooperation house heating are being urged to extend eries | 
their activities to include water heaters, her 0 
ranges, clothes dryers, and incinerators.  ¢cho' 
Plumbers are being told the advantages of the 
of selling more high quality gas appli- I exp: 
ances. Intensive sales efforts have been # 84s tt 
directed toward replacement sales in ex- J ‘10Ss 
isting homes. mrad 

Some of the major campaigns have No 
been made during the local Oil Heat As what 
sociation’s big pushes to sign up service ada’s 
contracts. In one recent campaign, news dustri 
papers, television, radio, and truck signs be ser 
were used, together with direct mail offer: prices 
ing four 100-watt electric bulbs for per:  **™ 
mission to make a gas house heating sur § ‘cen! 
vey. ble te 

Nearly 1,500 such surveys were made, @ [On, 
turned over to dealers, and upon com- could 
pletion of the sale, the purchaser was Yo 
given a $20 floor or table lamp. This § Surc 
one promotion resulted in nearly 1,000 adven 


Signs on dealer’s trucks are example of aids offered by utility. Em- sales of gas house heating in existing quant 
phasis on base load appliances is directed toward dealers who in past C ‘ d« ns 5) pleme 
have been primarily interested in selling gas house heating installations (Continued on page <) 
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Sees gas lines linking Canada-US 





By F. M. BANKS 


President, American Gas Association 
President, Southern California Gas 
Company 


@ Excerpts from an address before the 
Canadian Gas Association’s 48th an- 
nual convention, Niagara Falls, Ont., 
June 5-9. 


he gas industry knows no horizons, 

nor does it recognize any geographic 
borders, either interstate or interna- 
tional. 

This becomes increasingly evident as 
the natural gas systems push forward 
actoss our continent. These great art- 
efies now reach into almost every cor- 
net of the United States. I am sure I 
echo the hopes of most of the members 
of the Canadian Gas Association when 
I express the sincere wish that natural 
gas transmission lines soon will criss- 
cross this rich and productive domin- 
ion. 

No crystal ball is needed to forecast 
what stimulus could be given to Can- 
ada’s economic system if its great in- 
dustrial and residential centers could 
be served with natural gas at favorable 
ptices. The Dominion has experienced 
a remarkable industrial growth during 
recent years. With natural gas availa- 
ble to stimulate further industrializa- 
tion, progress over the next decade 
could be even more outstanding. 

Your country is rich in natural re- 
sources and production ingenuity. The 
advent of natural gas in important 
quantities would offer a welcome com- 
plement to these attributes. 
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I would like to quote a few para- 
graphs from a paper by Ed Falck, a 
leading consultant to gas companies. 
He stated: 

“Consolidated development of the 
energy resources of the North Ameri- 
can Continent makes sense from the 
standpoint of both economics and na- 
tional defense. Coal, oil, gas and water 
power are available in Canada, the U.S. 
and Mexico in quantities which vary 
greatly in relationship to the require- 
ments within each country. There have 
for many years been exports and im- 
ports of fuels between these neigbor- 
ing countries. 

“The export and import of natural 
gas and electricity between the U.S. 
and Canada is in accordance with the 
basic policies established by the gov- 
ernments of these countries. On Octo- 
ber 26, 1950, a Statement of Principles 
for Economic Cooperation was issued 
pursuant to an exchange of notes be- 
tween the Secretary of State and the 
Canadian Ambassador. The basic agree- 
ment was as follows: 

“It is agreed therefore, that our 
two governments shall cooperate in 


all respects practicable, and to the ex- * 


tent of their respective executive pow- 


ers, to the end that the economic efforts 
of the two countries be coordinated 
for the common defense and that the 
production of resources of both coun- 
tries be used for the best combined re- 
sults.’ 

“The horizons for Canadian-U.S. co- 
operation are unlimited. They broaden 
according to the mutual requirements 
of the two nations, and as they broaden 
in terms of economic progress, our in- 
terdependence becomes even more sig- 
nificant.” 

Many electrical interconnections ex- 
ist today between the U.S. and Canada. 
Also there are several connections ex- 
isting now or proposed for the near 
future which involve the interchange 
of natural gas. At Detroit, surplus U.S. 
natural gas is delivered to Ontario. In 
Alberta, natural gas from Canada is 
brought into Montana. 

A proposal still rests before the Fed- 
eral Power Commission seeking the 
delivery of gas from the Trans-Canada 
system to the Northern Natural Gas 
Company. A recently completed pipe- 
line now brings gas from the same line 
that supplies New York and New Eng- 
land to supply Toronto. 

Several proposals have been submit- 
ted to the FPC to bring gas from the 
Peace River Reserves in Alberta and 
British Columbia to the States and at 
least one plan is before the FPC. 

Each of these interchanges add re- 
serves of natural gas needed to take 
care of future requirements and de- 
mands of consumers who have a tre- 
mendous stake in the future of the gas 
industry because of the large money in- 
vestment in gas utilization equipment. 

Unofficial estimates now place Ca- 
nadian reserves between 16 and 20 
trillion cubic feet. But I am confident 
that the vast reserves in this great Do- 

(Continued on page 50) 
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Management's direct interest in safety at Wisconsin Power and Light is reflected by Cen- 
tral Safety Committee, made up of top operating personnel, which meets every two months 
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Periodic inspections of safety equipment, protective equipment, motor vehicles and The right way to do a job is 
buildings are carried out regularly by qualified personnel and special reports made and Light designs, standardi 


“Follow the Leader” safety series — By EVERETT D. RAVN 
, . . . Safety Director 
Wisconsin Power builds its program around Wisconsin Power and Light Compan) 


engineering , education, enforcement yd is a big program with the Wis 
consin Power and Light Company. 

Everyone knows that an effective safety 

program is a never-ending job, one that 

needs attention every hour of the day 

Our company’s program is based on the 


} three “E's” of safety—Engineering, Edv- 
re @ S 0 Sd e Q a f f) cation and Enforcement. 
The Wisconsin Power and Light Com 


pany serves retail customers in 33 coum 
ties and 380 communities in Wisconsin 


The effectiveness of our safety prografl, 
OW fe UeNC ld @ which reaches throughout the entire 
company, is demonstrated by the fat 
that there has been a 30 percent reduc: 
tion in company accidents during the 
past five years, even though employment 
has increased 27 percent, and manhouts 
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g department at Wisconsin Power 
procedures for specific operations 


worked have increased 16 percent. 

Our company has a five-year average 
frequency rate of 2.0, as compared to 
the National Safety Council’s average 
utility frequency rate of 7.25 for 1954. 
The company has received many na- 
tional and state awards for its safety 
program, including a top award in 1954 
from the Accident Prevention Commit- 
tee of American Gas Association. 

Gas employees of the Wisconsin 
Power and Light Company—215 of 
2,000 company employees, have com- 
piled an outstanding record, working 
1,919,091 manhours without a losttime 
accident as of February 1, 1955. This 
record dates back to July 10, 1950, and 
during the entire time there have been 
only 36 medical injury cases. 

Safety in our company is a coopera- 
tive affair, with management and em- 
ployees working together to build a 
safer company. Many years ago, a Cen- 
tral Safety Committee was established to 
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Once safety procedures are set, enforcement becomes the rule. Since 1950, Wisconsin 
Power and Light has had only 36 medical injury cases among its gas operations employees 


<3 ag. 


Enforcement depends upon education. Supervisors 


meet monthly for safety discussions, 


then carry their know-how to the field in regular group meetings within departments 


study our over-all safety program. 

The vice-president in charge of op- 
erations and sales serves as chairman of 
this committee, and the safety director 
is secretary. Other committee members 
include the vice-president in charge of 
engineering, chief gas and water engi- 
neer, chief electrical engineer, one plant 
manager and one district manager who 
are alternated each year, and the union 
business manager. This committee meets 
every two months to study the company’s 
safety program and progress. 

The Wisconsin Power and Light 
Company is divided into 14 districts; 
there are four plants and the engineering 
group. Each has its own safety commit- 
tee, composed of a chairman, the district 
or plant manager, operating superin- 
tendent, representatives of the gas, water 
and electric services and the district 
union representative. 

Wisconsin Power and Light Company 
supervisors and foremen are the key 


people in our safety program. Safety is 
an important item at each monthly super- 
visors’ meeting. In addition, supervisors 
hold group safety meetings for gas, line, 
office, service departments, etc. At these 
meetings, safety rules are discussed, les- 
sons from experience related, seasonal 
hazards pointed out, operation of equip- 
ment studied, safety demonstrations 
given, unsafe practices checked and 
safety suggestions advanced. 

One of the highlights of our safety 
program is our yearly all employee-wives 
Christmas safety dinners held in each 
district and plant. At this time, awards 
for working safely are presented. These 
awards are in the form of certificates, 
wallet cards and personalized safety 
pencils. 

Inspections are made periodically in 
our districts and plants by qualified per- 
sonnel. Special forms for inspection of 
tools, protective equipment, motor ve- 
hicles, buildings, and gas installations 
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Safety instruction and supervision are not confined to meeting. On-the-job conferences, 
“tail gate” sessions bring Wisconsin Power's safety story right down to grass roots 


are provided. These reports are used to 
correct any unsafe conditions, hazards 
or faulty equipment. 

The engineering department plays an 
important role in our safety program- 
designing, standardizing and preparing 
work procedures. At present, a new gas 
manual is being readied for distribution 
to gas employees. It covers construction, 
installation, maintenance and standards. 
A new gas safety rule book has just been 
written which covers specific safety prac- 
tices involved in the company’s gas op- 
erations. 

The purchasing department also plays 
an active role in the company’s safety 
program as a member of the standards 
committee, and works closely with the 
safety department on other phases of the 
program. 

Safety training is the key to our safety 
program. Supervisors, who have been 
selected by means of tests, interviews 


and work experience, receive special 
training in responsibility before assum- 
ing the supervisor's job. All employees 
get continued safety training at the regu- 
lar group meetings, tail gate conferences 
to insure safe methods and equipment 
are used on each job, and on-the-job 
training is carried on continually. In ad- 
dition, each employee is trained in the 
use of artificial respiration, new methods 
and use of new equipment. 

Extensive records are kept by the 
safety department. All accidents are re- 
ported to the immediate supervisor. If 
first aid is required, it is noted on the 
employee's time card. Medical cases are 
reported to the safety department and 
require a surgeon’s report. 

Motor vehicle, public accidents and 
damage to company property records 
also are sent to the safety department. 
A running report and cause analysis of 
accidents is kept, and an annual report 


is issued to the field, listing all accidents, 
manhours worked, frequency and sever. 
ity rates and other pertinent safety in. 
formation. 

When losttime accidents occur, ap 
investigation is conducted. Making this 
investigation are members of the safety 
department, the district manager, dis 
trict safety chairman, district union rep. 
resentative, union business manager and 
key personnel concerned with the acc. 
dent. A report is made and published 
throughout the company. 

Safety promotion plays a vital tole 
in our program. During recent years, 
company-wide contests have been held, 
Some were Election Campaigns, Olympic 
Games and a Crusade for Safety. These 
contests were based on the individual 
district and plant safety records, and 
cash awards were given for the top 
records. 

In 1954, the company sponsored a 
“grass roots” level safety promotion. 
Each district and plant worked out its 
own safety program. Each group pro- 
moted safety in its own way—some had 
bowling matches, others had horse races 
and individual suggestion systems. 
Awards were based on the promotions— 
how effective they were, how mud 
promotion work was done, etc.—and 
the district and plant safety records. 

This “grass roots’’ approach was most 
effective and this year’s safety promotion 
follows along the same lines. Each dis 
trict and plant is charged with planning 
a program. Quarterly budgets are avail 
able to carry out these programs. To tie 
the whole company program together, 2 
parakeet mascot will be awarded each 
month to the district or plant with the 
best safety record. Further interest was 
created in the safety program by having 
a contest to name the parakeet. 

While the foundation of the Wiscon- 
sin Power and Light Company's safety 
program is based on the three “E’s’, 
fourth “E” has been added: Enthusiasm 
to give the program spirit and vitality. 








Educational materials elucidate mechanics of gas meter 


ASY-TO-READ scientific explanations of 

“How Your Gas Meter Works” have been 
published in kit form by the American Gas 
Association, in cooperation with the Gas 
Meter and Regulator Division, GAMA, and 
the approval of the National Science Teach- 
ers Association. 

Prepared by Burnett Cross, educational ad- 
visor, these kits for use in junior and senior 
high schools consist of classroom wall chart, 
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teacher's guide, and 40 student home study 
sheets. They are part of a series issued under 
the general heading, “Science in Action in 
the Gas Industry.” 

Three gas meter manufacturers have agreed 
to supplement their financial assistance in the 
preparation of this kit by offering utilities 
cut-away meters for classroom use, complete 
with carrying case. These meters can be given 
to schools directly, or kept by the utility and 


lent to schools for demonstration purposes. 

The price of the kits including postage * 
85 cents each, or 60 cents, plus transports 
tion, in bulk. Meters cost $25. Both are 


available from A. G. A. Headquarters. When § 


ordering cut-away meters, specify which 0 
the three brands is desired—American Metet 
Co., Rockwell Manufacturing Co., or Spragvt 
Meter Company. 
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Accident rate continues decline 





EMPLOYEE DISABLING 
FREQUENCY RATE 


In The 
GAS INDUSTRY 


By Bureau of Statistics 
American Gas Association 


[Joie 1954 the gas utility and pipe- 
line industry achieved its lowest ac- 
cident rate since the American Gas Asso- 
dation began compiling such statistics 
in 1929. Last year there were 10.51 dis- 
abling injuries per million man-hours of 
exposure, 18.7 percent lower than in 
1953, and 8.5 percent lower than the 
ptevious record of 11.49 in 1933. 

Last year marked the seventh succes- 
sive annual decline in accident frequency 
fates from the post-war peak of 21.86 
injuries per million man-hours in 1947. 
The number of disabling injuries per 


| 100 employees declined during 1954 to 


2.14, a decrease of 19.9 percent from 
the 1953 rate of 2.67, and down 14.7 
percent from the previous low of 2.51 
achieved in 1938. These data have be- 
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come available from the annual survey of 
gas company employee accidents, con- 
ducted by the A. G. A. Bureau of Statis- 
tics for the Accident Prevention Com- 
mittee. 

The 1954 severity rate, of 0.69 days 
lost because of disabling injuries per 
1,000 hours worked, also represented a 
record accomplishment for the industry's 
Accident Prevention Program. The se- 
verity rate was 20.7 percent lower than 
in 1953, and 4.2 percent lower than the 
previous record achieved in 1939. 

There were 802 fewer disabling in- 
juries in 1954 than in the previous year, 
and the number of fatalities and _per- 


' manent total disabilities declined from 


29 to 24. There were 141.3 days lost 
because of disabling injuries per 100 
employees during 1954, a decline of - 
38.6 days from the previous year, or an 
improvement of 21.5 percent. 







The improvement in the industry ac- 
cident frequency rate reflects better rec- 
ords for all companies distributing all 
types of gas. There were 10.42 disabling 
injuries per million man-hours worked 
in 1954 for natural gas companies, 17.0 
percent fewer than the preceding year. 

The accident frequency rate for man- 
ufactured and mixed gas companies de- 
clined 23.6 percent to 10.90 injuries per 
million hours, while liquefied petroleum 
gas companies had an accident frequency 
rate of 10.58 injuries. 

The frequency of motor vehicle acci- 
dents per 100,000 miles traveled de- 
creased in 1954. Vehicles of natural gas 
utility and pipeline companies were in- 
volved in 1.27 reportable accidents per 
100,000 miles traveled, while the rates 
for manufactured and mixed gas, and 
liquefied petroleum gas, were 3.23 and 

(Continued on page 51) 











Bay, mister-can YOU fix this?... 


‘Of course be can’ And be does He's Mr. Fixit to us, too. For he's your 
£m company's frendty service man 
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Your Company Name 

















@ New A.G.A. mat service for member gas companies features jolt 


as Serves § the 





a PAR activity You—and J but 
the Commu- | ind 

nity, Too!” is the theme of a new com- pat 
munity relations advertising mat service J ten 


produced for member companies of ( 


: American Gas Association. A major ac | ho 

a Se | QS rese f S tivity of the 1955 A.G.A. Public Infor J in 
mation Program, a PAR activity, the ad J tie 

series is designed to dramatize the local up 


ri gas company as an important community gas 
Vice stor citizen under the free enterprise econ ire 

your gas se . 
Six introductory ads, for release on 4 spt 


monthly basis from July 15 through De § pk 
cember 15, are contained in a brochure § Pe 
mailed to nearly 400 gas companies an 
early in July. These ads seek to i ha 
terpret the local gas company’s triple 
role: (1) as a growth-producing, tax- co 
paying citizen of the community; (2) 4 lo 
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the community's supplier of a low-cost 
but premium domestic, commercial and 
industrial fuel, and (3) as a dynamic 
part of the American free enterprise sys- 
tem. 

Copy and art of the first six ads show 
how the typical American gas company, 
in fulfilling its community responsibili- 
ties and opportunities for service, builds 
up its local area. In so doing, the local 
gas company exemplifies the country’s 
free enterprise system in action. 

Each ad is built around the job of a 
specific member of the gas company em- 
ploye team. Copy stresses the interde- 
pendence of company and community 
and underlines the heavy stake that each 
has in the prosperity of the other. 

Strong emphasis is also placed on the 
contributions the privately-owned and 
locally-managed gas company makes to 
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Your Company Name 








community stability and growth through 
taxes, payrolls and by supplying a pre- 
mium multi-purpose fuel. 

Ad number one (‘‘She’s Helping You 
with the Laundry”) shows the gas 
company typist, a skillful member of the 
gas company team, who helps to bring 
new efficiency and freedom to the com- 
munity’s homes. 

Ad number two (‘“This Gal Has Con- 
nections’) dramatizes the gas company 
switchboard operator as a focal point for 
the story of 24-hour year-around service. 

Ad number three (“This Man Has 
Many Bosses’) explains how the public 
is the “‘boss’’ of its local gas company 
in two ways: (1) as the customer whose 
needs are always paramount, and (2) as 
direct and indirect investors in gas com- 
pany securities. : 

Ad number four (“Rx For Commu- 
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IVs & Prescripnom your gas company seeks 10 live up to ~ foe the av 
abwity of gas for industrial processing often » important im the inca os 


However, addaional gas supply and the underground mass 
facihtses needed to deliver it to you can't be provided overnight: ” 
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mploye team and their contributions to local community growth 


nity Growth—Vitamins G-A-S’) em- 
phasizes that the flexibility, controllabil- 
ity and economy story makes gas the ideal 
domestic, commercial and _ industrial 
fuel. Modern gas service encourages and 
promotes community growth in all three 
customer areas in the best tradition of 
competitive private enterprise. 

Ad number five (‘Say Mister—Can 
You Fix This?) uses the service man 
to illustrate the gas company’s informal 
and neighborly relations with its cus- 
tomers. 

Ad number six (“This Man Means 
More Business”) notes several impor- 
tant ways in which the gas company 
helps its community expand by provid- 
ing dependable gas service for business, 
industry and home. 

Copy themes and art treatments in- 

(Continued on page 55) 
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Prepared by 
A. G. A. Personnel Committee 


Edited by W. T. Simmons 


Assistant to the Personnel Manager 
Philadelphia Electric Company 


@ Check References by Phone—A recent 
article by Glen Galles, Personnel Manager, 
Minneapolis-Honeywell Regulator Company, 
discusses the use of the telephone to check 
references. Mr. Galles states that until last 
year they used to check applicant references 
by mail, but their experience showed that the 
answers were not quickly obtained and they 
received replies from fewer than 75 per cent 
of those requested. By using the telephone 
they get answers in a hurry and receive replies 
from nearly 100 per cent of those asked. The 
cost per applicant is 45 cents by phone in 
contrast with 18 cents when the reference is 
checked by mail. As soon as one of the inter- 
viewers finishes talking with an applicant who 
appears desirable, he phones two former em- 
ployers for reference information. The inter- 
viewer uses a check steet to ask questions 
and record the data. With more freedom to 
ask and modify questions to suit the particular 
situation, Mr. Galles believes that his com- 
pany receives a better check by using the 
phone. 


@ Supervisory Training—Should you be in- 
terested in further information concerning 
this subject, write American Management As- 
sociation (330 West 42nd Street, New York 
36) about its brand new Supervisory Devel- 
opment Service. Available on a subscription 
basis to members and non-members. 


@ Rapid Reading Kit—Do-It Yourself idea 
has spread to rapid reading. This kit will help 
you read groups of words instead of one word 
at a time. If you now read 300 words a 
minute, an investment of $12.95 may boost 
your speed to 600, or even 800! Free book- 
let. Foundation for Better Reading, 20 W. 
Jackson Blvd., Chicago 4. 


@ Plant Insight for Clergy—Forty clergy- 
men of all faiths got a glimpse of “‘between- 
Sunday” living recently at the Hillside, N. J., 
plant of Bristol-Myers Company. The idea 
was to help local spiritual leaders get an un- 
derstanding of working conditions, jobs, and 
life generally within the plant. 

It was not a normal open house—only 
those clergymen attended whose employee- 
parishioners asked company executives to ex- 
tend them an invitation. During the visit 
Bristol-Myers made a sincere effort to give 
the clergymen the type of information they 
need to talk to parishioners in down-to-earth 
language about this important side of their 
lives. 

Mixing religion with work may be open 
to question. This approach, however, seems 
to satisfy a definite need without encroaching 
on anybody's personal freedom. 


@ Handbook on Veterans’ Rights—You 
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may be interested in the recently revised 
Handbook covering the re-employment rights 
of veterans. It contains 483 questions and 
answers, pertinent statutes, and digest of 
court decisions. The publication is available 
from the U.S. Government Printing Office, 
Washington 25, D. C. Ask for Re-employ- 
ment Rights Handbook (Revised). 


@ Industrial Films—Everywhere You Look 
is designed to encourage employees to take 
action on their ideas for improving company 
operations, and to stimulate original thinking 
to that end. It describes in detail one com- 
pany’s suggestion box system and how it pays 
off for both company and employees. Sound 
slide film, color. Available for sale or free 
loan from: General Electric Co., 570 Lexing- 
ton Avenue, New York 22. 


@ A New Concept of Management—In the 
May-June, 1955 issue of The Harvard Busi- 
ness Review, there is an article entitled “‘Sky- 
hooks—With Special Implications for Mon- 
day through Friday’ by O. A. Ohmann, 
assistant to the president, the Standard Oil 
Company of Ohio. This presentation is an 
attempt to think through the constantly chang- 
ing and expanding role of the business execu- 
tive rather than to state clearly formulated 
conclusions. The author considers his ap- 
proach “frankly experimental.” He states: “‘It 
stems from the repeated experience I have 
had with certain executives who seem to 
know all about the art and science of man- 
agement and yet are quite ineffective, and 
with other executives who seem to violate 
most of the rules in the book and yet are ex- 
tremely successful. Experiences of this sort 
led me to conclude that the explanation lies 
in the value structure of the individual’s 
philosophy.” 

Mr. Ohmann believes that the use which 
the executive can make of new principles and 
concepts depends to a large degree on the 
inner motives and philosophy of the man him- 
self. 


@ Court Decision—"Hard Bargaining’ Up- 
held—Reminding the NLRB that the statu- 
tory duty to bargain does not require employ- 
ers to agree to union proposals or to make 
concessions, the Court of Appeals for the 
Sixth Circuit has rejected a Board finding that 
an employer's firm stand on his own pro- 
posals constituted a refusal to bargain. 

The court ruled in NLRB vs. United Clay 
Mines Corp., where the Board had held by 
3-2 majority in 1953 that management re- 
fused to bargain in good faith because it re- 
jected certain union demands and insisted on 
its own counterproposals throughout nego- 
tiations, which extended over a year. Two 
dissenting Board members felt that manage- 
ment had merely engaged in “hard bargain- 
ing” as it had the right to do. 

Agreeing with the dissenting Board mem- 


bers, the court pointed out that the Act ex. 
pressly provides in Section 8(d) that it does 
not require agreement or concessions, and 
that the Supreme Court has ruled that it 
does not require a party ‘‘to engage in fruit. 
less marathon discussions at the expense of 
frank statement and support of his position,” 
nor does it authorize the Board to “compel 
concessions or otherwise sit in judgment upon 
the substantive terms of collective bargaining 
agreements.” 

Analyzing the Board’s reasoning, the court 


found it had stressed two factors—that the | 


union made many concessions while the em. 
ployer made very few, and the company stood 
on its first conterproposal and refused to sub- 
mit others. To the first reason the court te- 
plied ‘‘we find nothing in the Act which re. 
quires an employer to abandon a settled posi- 
tion on a certain issue because of either the 
quantity or quality of concessions offered by 
the union in the hope of securing such aban- 
donment. It is still a matter of bargaining.” 
It added with respect to the Board’s second 
reason that “the statutory right to decline to 
make a concession includes the right to stand 
firmly on a proposal previously made and 
not accepted.” 

In conclusion the court stated that “in our 
opinion, the matter resolves itself into purely 
a question of hard bargaining on the part of 
the company. It is not for the Board or the 
court to determine what in their opinion the 
company should have agreed to, and, in ef- 
fect, make the contract for the parties.” 


@ Retain Your Records—It is not enough 
that employers subject to federal wage-hour 
laws pay at least the minimum wages and 
required overtime. These employers must 
also maintain the records required by these 
laws and retain such records for the required 
period of time. 

If retention of voluminous records for a 
period of years presents a storage problem 
consider adopting the practice of microfilming 
the records. This method of preserving rec 
ords is permissible under the Wage-Hour 
Law if the following conditions are met: 
Adequate means are available for inspecting 
the microfilms, and the employer is prepared 
to make any extension, recomputations, of 
transcriptions of the information contain 
on the microfilms which may be requested. 

Those employers under the Wage-Hour 
Law should keep payrolls, certificates, union 
agreements, and notices three years, while 
employment and earnings records, wage fate 
tables, work time schedules, order, shipping 
and billing records (customers’ bills etc.), 
records of deductions from or additions t 
pay should be kept two years. 


@ NLRB Rulings—Axstomatic contract and 
elections—The National Labor Relations 
(Continued on page 38) 
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By Bureau of Statistics 
American Gas Association 


prune the post-war period total as- 
sets of the gas utility and pipeline 
industry have more than doubled, ris- 
ing from $5.95 billion at the end of 
1945 to $13.68 billion at the close of 
1953. 

Similarly the total original cost of 
utility plant in service has increased from 
$5.05 billion to $11.69 billion, while 
new construction expenditures have ag- 
gregated $7.9 billion. 

Operating revenues have almost tri- 
pled, rising from $1.41 billion to $4.13 
billion, and total net income has in- 
creased from $167 million annually to 
$393 million. 

To accomplish this vast expansion the 
gas utility industry has assumed a posi- 
tion as one of the most important issu- 
ers of equity securities and debt obliga- 
tions. The American Gas Association 
regularly prepares information on the 
volume and costs of new security issues. 
These data indicate that during the post- 
war years, total security issues of gas 
operating and holding companies aggre- 
gated $6.54 billion; new issues of com- 
panies distributing both gas and electric 
service, with some unknown proportion 
of the amount being attributable to gas 
operations, was $6.26 billion. 

The segregation of these amounts be- 
tween debt and equity issues is outlined 
below. 


GAS INDUSTRY NEW SECURITY ISSUES, 


1946-1953 
(Billions of dollars) 
Total Debt Equity 
Gas operating and 

holding companies 6.54 5.31 1.23 

Combination gas and 
electric companies 6.26 4.23 2.03 
Total 12.80 9.54 3.26 


No comprehensive information has 


previously been available relating to the 
disposition of funds raised by the issu- 
ance of new securities, and to the sources 
of funds needed for expansion. Such 
analysis would be most complicated on 
a total industry basis because of mergers, 
consolidations and non-availability of 
complete and continuous statistics for 
some companies. 

However, useful information was con- 
tinuously available for a large segment 
of the industry; a sample was selected 
from the larger companies representing 
about half of the industry. It is felt that 
the resultant data, as outlined below, 
are validly representative of the entire 
industry’s financial patterns. 

Nearly 60 percent of the funds raised 
by the industry during the post-war pe- 
riod was obtained through issuance of 
either long or short term debt. (Short 
term issues have been included in one 
combined category because of the need 
for refinancing and conversion to long 
term obligations.) The issuance of com- 
mon or preferred stock accounted for 16 
percent of total funds, while one dollar 
in seven was obtained from depreciation 
accruals. Retained income represented 
only 7 percent and remaining amounts 
were obtained by effecting reductions in 
liquid assets. 

More than two-thirds of the funds ob- 
tained were directed to the industry's 
new construction program while one- 
fourth were utilized in the retirement or 
refunding of debt issues, and the re- 
mainder were devoted, in small amounts, 
to miscellaneous purposes. The illustra- 
tions indicate, for the gas operating and 
holding companies, the relative dollar 
magnitude of the principal categories. 
No comparable presentation has been at- 
tempted for combination gas and electric 
companies because of the problem of 
segregating the disposition of funds be- 

(Continued on page 50) 


SOURCE AND APPLICATION OF FUNDS, 1946-1953 
BY TYPE OF COMPANY 




















(Percentages) 

Source All Gas Companies Pipeline Companies Distributing Companies 
Equity Issues 15.7 16.8 14.9 
Debt 58.6 62.7 55.4 
Deprec. Accruals 14.1 11.7 15.9 
Retained Income 6.8 5.3 8.0 
All Other 4.8 3.5 5.8 

Total 100.0 100.0 100.0 

Application 
Construction 67.9 70.1 66.1 
Retirement Refunding 25.4 24.0 26.5 
All Other 6.7 5.9 7.4 

Total 100.0 100.0 100.0 








Test pilot burner materials 








Pilots used in Chicago pilot burner outage experiments after full year of operation. Flame at right shows length at start 


Pr he effects of 

a PAR activity Stee ee, 

terials used in 
pilot burner assemblies and various fuel 
gas compositions on the formation of 
foreign deposits in gasways at elevated 
temperatures are discussed in a recent 
bulletin published by the American Gas 
Association Laboratories. 

The bulletin has been published as 
Research Bulletin No. 69 ‘Research in 
Pilot Burner Design, Construction and 
Performance—Second Bulletin—The 
Effects of Pilot Burner Assembly Mate- 
rials and Gas Composition on Pilot 
Burner Outage at Elevated Tempera- 
tures.” It summarizes a research investi- 
gation designated as Project DGR-5-B 
sponsored as a PAR Plan Activity by the 
Association’s Committee on Domestic 
Gas Research. 

Previous studies related to this subject 
sponsored by the Committee on Domes- 
tic Gas Research are as follows: 
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Bulletin No. 42—“A Study of Bi-Me- 
tallic Thermal Elements” (February 
1947). 

Report No. 1123-A—'‘Research Pilot 
Design, Construction and Performance”’ 
(March 1949). 

Bulletin No. 57—'‘‘Research in Pilot 
Burner Design, Construction and Per- 
formance—First Bulletin—Factors of 
Design Affecting Primary Air Injection 
and Flame Characteristics” (July 1950). 

Bulletin No. 64—“A Study of Ther- 
mocouple-Type Elements for Automatic 
Ignition Systems’” (May 1951). 


The advantages of added convenience 
and safety to be gained by the use of 
automatic ignition systems have rapidly 
increased their use in contemporary gas 
appliances. These systems provide for 
safe ignition of appliance main burners 
and prevent the escape of unburned 
gases in the event of ignition failures. 
Most applications of such systems made 


in accordance with the manufacturers 
instructions will function quite satisfac- 
torily for the life of the appliance. How- 
ever, the material employed in the pilot 
assembly when used with various gas 
compositions can play an important role 
in pilot burner outage at elevated tem- 
peratures. 

In performing this research, four dif- 
ferent sets of experiments were com 
ducted. During one phase, eight unused 
contemporary pilot burners were i 
stalled in an experimental oven at ambi- 
ent temperatures of 825F for a period of 
one year. These series of tests were fun 
in cooperation with the Utilization Lab- 
oratory of The Peoples Gas Light and 
Coke Co., Chicago, Illinois. 

In other phases, long range studies 
similar to those of the Chicago tests, 
were conducted by the A. G. A. Labor 
tories using a wide variety of materials 
in common use together with those little 

(Continued on page 54) 
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Gas industry's future 





in the atomic age 


By DR. JOHN R. DUNNING 


Columbia University 
New York, New York 


ur whole industrial civilization in this 
sta is primarily an energy-based 
technology, of which the natural gas in- 
dustry is a major factor. Through the 
use of energy, we have built a whole 
new type of civilization in this country. 
We have today 125 to 150 installed 
horsepower per person. Through the use 
of coal, gas and oil—the “‘fossil’’ fuels 
—industry supplements every produc- 
tion-line worker with energy equivalent 
to about 250 workers. 

This is the most dynamic, constructive 
force in our whole economy. Every pro- 
duction figure we look at, whether it be 
tefrigerators, motor cars, telephones or 
what-have-you, indicates that this coun- 
try produces more than all the rest of the 
world combined. In terms of energy, we 
are not a nation of 160 million people; 
we are a nation of 11 billion people. 

We are perhaps the most favored of 
all nations in terms of the reserves, per 
person, available within our continental 
limits. On the other hand, if we are go- 
ing to keep our dynamic and growing 
economy in the face of a steadily in- 
creasing population, we simply must 
find new energy reserves. 

We turn to atomic energy as the only 
feasible solution for future resources. 
Not too many years ago, so-called ex- 
perts were saying that we didn’t have 
enough uranium in the world to make an 
atom-powered economy. Today, through 
the exploration of the Colorado Plateau 


—_—_——— 

Excerpts from an address before the Annual Spring 
Conference, A. G. A, General Management Section, 
Cincinnati, Ohio. 
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area for uranium and the great deposits 
which are still being found in Canada, 
we have a benchmark which indicates 
that our atomic energy reserves are at 
least 25 times as great as the reserves of 
coal, oil or natural gas. 

Actually, this must be viewed as a 
preliminary figure, which will be very 
much increased by new exploration and 
new developments. It would not sur- 
prise me to find out that our atomic 
energy reserves are a hundred times 
those of fossil fuels. 

Minerals containing uranium go 
through a number of steps. A pile of 
uranium the size of an auditorium stage 
will make uranium metal that one man 
can carry. In most of our applications 
today, this metal is further refined by 
the gaseous diffusion plants at Oak 
Ridge, Tennessee, Paducah, Kentucky, 
and Portsmouth, Ohio, scheduled for 
operation next year. 


Historic cube 


This method produces basic uranium 
235, the separated isotope, at a surpris- 
ingly low cost. The result is uranium 
similar to the historic one-inch cube. 
This cube of solid uranium, somewhat 
enriched in U 235, weighs about a 
pound. It is equivalent to three million 
pounds of coal or 30 million cubic feet 
of gas. The consumption of gas in the 
Cincinnati area is about 300 million 
cubic feet per day. Ten of these one-inch 
cubes would supply the entire Cincinnati 
area for one day. 

Naturally, with a fuel of this enor- 
mous potential energy per unit, all engi- 
neers in our energy industries are think- 
ing about how to utilize it. The first 


atomic submarine, the Nautilus, has been 
launched and passed its shake-down cruise 
with flying colors. Today we have seven 
or eight atomic powered ships or sub- 
marines committed to our budgets. We 
are, indeed, entering an era of fleet con- 
version to atomic power in this country. 

The first large-scale atomic power 
plant is now under way in the Pittsburgh 
area, being built by the Duquesne-West- 
inghouse group. During the first months 
of this year, we have seen a number of 
our major utility groups start firm pro- 
grams to construct large-scale power 
plants using atomic energy. The first to 
put cash on the barrel head has been 
Consolidated Edison in New York, 
which has a far-sighted program. Every 
major industry is in one way or another 
involved in the atomic energy field to- 
day, and most of them are beginning to 
put real effort in it. 

Now where does this leave natural 
gas? I was amazed to see the rapid entry 
of many of the oil companies into the 
uranium field. Many coal companies are 
very strongly in uranium exploration 
and production. This is a healthy pic- 
ture, because it means that our energy 
industries, instead of being tightly de- 
partmented, are beginning to diversify. 

We are all in the same game—pro- 
ducing energy and putting it in forms 
that can ultimately be used by the con- 
sumer. When we chart our new explora- 
tions, our new production and the rising 
demand, we know we are going to have 
an energy deficit. Just as uranium has 
great advantages in many applications, 
so gas has great advantages in others. 

I cannot believe that the distribution 

(Continued on page 51) 
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Urge coordinated market 


research functions 








By A. G. A. Subcommittee 
on Marketing Research 


Men gas companies actively under- 
take the basic functions of market- 
ing research at the present time. How- 
ever, most such companies do not cen- 
tralize responsibility for these functions 
in one location within the organization. 
Accordingly, the benefits derived from 
marketing research activities are not 
maximized and its usefulness is inade- 
quately developed. 

Centralization of this staff function, 
permitting the coordinated analysis of a 
variety of quantitative factors and their 
effect upon operations, would undoubt- 
edly increase the advantages of market- 
ing research to management, even if 
budgetary appropriations for such work 
were to remain unchanged. 

Several months ago American Gas 
Association distributed a questionnaire 
to all member gas companies serving 
more than 25,000 customers, asking 
whether certain specific activities were 
undertaken and by what group within 
(or outside) the company, and whether 
a “marketing research unit,” with vir- 
tually complete responsibility for such 
activities (and possibly for other related 


Meter print 


@ An envelope marked “Meter 
Reader” awaited a Mystic Valley Gas 
Co., Mass., employee recently when 
he called at the home of a family 
who had been sending the firm dial 
cards for several months. To the 
meter reader’s surprise, the envelope 
contained an up-to-date snapshot of 
the face of the gas meter, taken by 
the resourceful customer with a Pola- 
roid camera. 
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functions) was in existence. 

Returns have been received from 73 
companies, representing two-thirds of 
the customers served by member gas 
companies. The composite responses of 
this group should be validly representa- 
tive of industry practices, to warrant re- 
liable generalizations. 

Nearly two-thirds of the companies 
measure consumer attitudes and opin- 
ions, more than three-fourths determine 
appliance saturations, one-half measure 
customer appliance preferences and buy- 
ing expectations, more than two-thirds 
attempt to evaluate the effectiveness of 
advertising and sales promotion, and 
nearly three-fourths obtain dealers sales 
reports and develop territory sales totals. 

On the other hand, less than one- 
third possess any information concern- 
ing the age of appliances, only slightly 
more than one-third analyze consumer 
appliance purchase motivations. 

The substantial proportion of com- 
panies undertaking such analyses is re- 
assuring, indicating general recogni- 
tion of the importance of marketing re- 
search activities as a management tool. 
It is possible, however, that these per- 
centages may overstate the emphasis ac- 
corded to these primary marketing re- 
search functions, since no attempt was 
made to determine the frequency or 
thoroughness with which such activities 
were undertaken; questions required 
only yes or no answers from the re- 
spondents. 

Much of the available information 
undoubtedly represents occasional or in- 
frequent analyses by the companies, 
rather than continuing activities. It 
should be apparent that studies which 
have proven useful at some time in re- 
cent years may prove even more useful 
if undertaken regularly. 


Much of the information available to 
the companies is based upon work by ap 
outside advertising agency or independ. 
ent research organization. Such an 4p. 
proach is particularly appropriate whep. 
ever consumer surveys are undertaken 
which contain questions relating to cus. 
tomer attitudes, opinions, preferences, of 
motivation. These areas, together with 
the evaluation of advertising effective. 
ness, represent the activities in which 
reliance upon outside organization was 
most prevalent. 

Where activities were undertaken by 
companies only 14 utilities of 73 indj- 
cated that work was centralized in 4 
“marketing research unit.’ In most jn- 
stances, these separate units reported to 
general management executives of the 
company, rather than to sales personnel, 
and had additional responsibilities such 
as rate research and/or general economic 
research. 

However, a few companies have lo- 
cated their centralized marketing te. 
search unit within the sales department. 
Although correlation of the results of 
their investigations with data obtained 
from rate research, operations, and eco. 
nomic forecasting may be more difficult 
in the latter instances, it can apparently 
be accomplished if other compelling rea- 
sons indicate the desirability of such an 
organizational procedure. 

With the current intensified efforts to 
reverse trends of consumer preference 
for competitive appliances, close coop- 
eration between marketing research and 
sales is vitally necessary, and the latter 
organizational approach may therefore 
be more justifiable than under normal 
circumstances. 

Among the remaining 59 companies, 
where responsibility was not centralized, 
25 companies assigned major respon- 
sibility to varied personnel within one 
department (usually sales), 19 com 
panies divided major activities among 
two departments, and 15 companies 
separated responsibility for principal 
functions among three or more depatt- 
ments. It is almost a certainty that mar- 
keting research cannot be as useful under 
such circumstances, as when responsi 
bility is centralized. 

A complete summary of the percent 
age of companies undertaking each ol 
the specific activities, with an indication 
of the extent to which such functions 
are assigned to various groups, is avail 
able upon request from the A. G. A. 
Bureau of Statistics. 
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Plans set for IGU conference 





he Sixth Conference of the Interna- 

tional Gas Union will be held at the 
Hotel New Yorker, New York City, 
September 25-30, 1955, it has been an- 
nounced by Robert W. Hendee, presi- 
dent of the Union. Mr. Hendee, who 
resides in Colorado Springs, was for- 
merly president of the American Gas 
Association, and was president, Colorado 
Interstate Gas Company. 

Joining Mr. Hendee in announcing 
the conference were the honorary presi- 
dents of the Union, A. Baril of Paris, 
H. Miller of Munich, and M. Brabant, 
Brussels. 

The International Gas Union is com- 
ptised of representatives of national gas 
associations of 17 countries. These are: 
U. S. Austria, Germany, Belgium, 
France, Italy, Canada, Denmark, Saar, 
Norway, Spain, Switzerland, Sweden, 
England, Japan, Australia and Nether- 
lands. It is expected that delegates from 
each of these nations will visit the U. S. 
for the’conference. 

All members of the gas utility and 
pipeline industry as well as gas appli- 
ance manufacturers are invited to par- 
ticipate. Registration fees for U. S. gas 
men will be $25. The conference will be 
open to all members of the gas industry 
from abroad without charge. 

Printed sets of all papers to be pre- 
sented during the three meeting days of 
the conference will be available at 
A. G. A. headquarters in New York be- 
fore the conference opens at a cost of 
$20 per set. Individual papers will not 
be available separately. 

A Committee on Arrangements, 
headed by E. W. Doebler, president, 
Long Island Lighting Co., has arranged 
an excellent program, which includes 
parallel entertainment features for the 
ladies, 

Other members of the arrangements 
committee are: George S. Young, presi- 
dent, The Columbia Gas System, Inc., 
New York; Davis M. DeBard, vice-pres- 
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E. W. Doebler, Long Island Lighting Co. heads 
arrangements group for international conclave 


ident, Stone & Webster Service Corp., 
New York; Charles E. Bennett, former 
president of A. G. A., and Manufac- 
turers Light & Heat Co., Pittsburgh; 
Walter S. Byrne, president, Seattle Gas 
Co., Seattle, Wash.; A. W. Conover, 
president, Equitable Gas Co., Pitts- 
burgh; H. C. Forbes, executive vice- 
president, Consolidated Edison Co. of 
New York; Alexander Forward, former 
managing director, A. G. A., New 
York; N. Henry Gellert, former presi- 
dent, Seattle Gas Company ; also, Frederic 
O. Hess, president, Selas Corporation of 
America, Philadelphia; F. X. Mettenet, 
vice-president, The Peoples Gas Light & 
Coke Co., Chicago; J. H. Moore, chair- 
man, Moore Publishing Co., New York; 
Clifford E. Paige, former President, The 
Brooklyn Union Gas Co.; M. H. Parkin- 
son, executive vice-president, The 
United Gas Improvement Co., Philadel- 
phia; W. F. Rockwell, Jr., president, 
Rockwell Manufacturing Co., Pittsburgh, 
and C. A. Schlegel, vice-president, 
United Engineers and Constructors, Inc., 
Philadelphia. , 
Bruce A. McCandless, A. G. A:, is 





R. W. Hendee, IGU president and former A.G.A. 
president, will open conference in New York 


serving as secretary of the committee, 
which posthumously includes Edward J. 
Tucker, vice-president, The Consumers’ 
Gas Company of Toronto, who died re- 
cently. 

The Conference will open informally 
on Sunday, September 25, with a recep- 
tion for the delegates. Monday’s pro- 
gram includes a boat trip around Man- 
hattan Island, a meeting of the Interna- 
tional Gas Union Council, and a dinner 
for Council members. 

On Tuesday formal greetings will be 
extended to delegates from officials, in- 
cluding F. M. Banks, president, A. G. A., 
and R. H. Touwaide, Brussels, general 
secretary of the Union. E. Carl -Sorby, 
vice-president, George D. Roper Corp., 
Rockford, Ill., will deliver the opening 
address. Separate meetings will be de- 
voted to transmission and distribution 
and to gas production, with a reception 
in the evening. 

Utilization and gas production will 
be topics for sessions on Wednesday, 
with a luncheon sponsored by Consoli- 
dated Edison Company. A visit to The 

(Continued on page 50) 
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PAR research groups seek readers’ suggestions 


- AR Research 

a PAR activity saa fe die 

tenth year. Ten 
years ago the gas industry was at the 
end of a most demanding national situa- 
tion—World War II. At that time, ex- 
cept in the natural gas areas, the manu- 
facture of coke oven and carbureted wa- 
ter gas was almost traditional. Increased 
and rising material and labor costs made 
the ensuing change to natural gas in- 
evitable in many manufacturing areas 
and thus natural gas became the primary 
fuel of the industry, more than doubling 
its use. 

Prior to the end of the war farsighted 
industry leaders, anticipating approach- 
ing problems of readjustment, had 
formed a Postwar Planning Committee. 
Today's PAR Program is a fruit of their 
effort. 

Those first efforts have grown into a 
well organized research function whose 
aim is the upgrading of all technical 
aspects of the industry. Utilization re- 
search, domestic as well as industrial 
and commercial and natural gas research 
—our oldest continuous research func- 
tion—were greatly increased; manufac- 


tured gas production research was ini- 
tiated. 

The several research branches were 
fitted into an over-all coordinated pro- 
gram responsive to the needs of the in- 
dustry. In only ten years this industry 
has developed a research function that 
is recognized as outstanding and an 
example for other industries. 

This research has produced over 
125 publications. A booklet represent- 
ing a short summary of each report, bul- 
letin or publication will be available 
later this year. Under current plans addi- 
tions to this ten-year listing will be made 
at regular intervals, probably every two 
years. 

These publications paint a broad pic- 
ture of the technical aspects of the gas 
industry, from fact-finding to how-to- 
do-it; from erudite fundamentals to the 
very practical. 

In the past ten years of PAR research, 
definite and valuable advances have been 
made in all technical fields. The ad- 
vances have resulted in improved com- 
petitive and economic positions. Fur- 
thermore, stimulated by the PAR Pro- 
gram, manufacturers of appliances and 


equipment have increased their own te. 
search—an important dividend for the 
benefit of the industry. 

All of these advances and studies haye 
been conducted on projects which the 
gas industry wants and needs. This js 
true because proposals for research proj: 
ects come from the gas industry itself, 

The research committees would like 
this procedure continued and strength. 
ened and they earnestly solicit the read 
er's cooperation in this matter. The out 
line of a “Suggestion for Research" 
form is shown below. 

In order to be most useful, completed 
suggestions should be in as soon as pos 
sible, preferably before Aug. 30, 1955, 


Date Proposed project no. 

1. Suggested research project: 

2. Suggestion made by: 

a. Purpose and objectives of sug: 
gested research project: 

Anticipated benefits to the industry; 

History of subject and present status: 

Sources of further information of this 

subject: 

6. Use expected to be made of results of 
this research and by whom: 


Ww db Ww 





A.G.A. accident prevention course draws favorable comment 


CCIDENT PREVENTION through In- 
formed Supervision” has now been con- 
ducted in six parts of the country: Amarillo, 
Texas; Wichita, Kansas; Fort Dodge, Iowa; 
Pittsburgh, Pennsylvania; Rockford, Illinois; 
and New York City. Approximately 220 su- 


perintendents, supervisors, foremen and safety 
directors from 26 utility and transmission 
companies have attended the course, and 16 
Accident Prevention Committee members have 
participated as instructors. 

A major reason for the course is that al- 





“Accident Prevention through Informed Supervision,” a two-day course designed by the A. G. A. Ac- 
cident Prevention Committee, was offered for the sixth time at New York’s Hotel Statler. Twenty-four 
men from six utilities in the greater New York area attended. Instructors, shown standing, are: R. N. 
Papich (far left), American Gas Association; A. S. Hancock (second from left), Long Island Lighting Co.; 
V. A. Howell (far right), Long Island Lighting Co.; A. L. Dowden (absent from photo), Liberty Mutual 
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though the gas industry accident frequency 
rate has been improving steadily in post-wat 
years, the gas industry stands far below av- 
erage among 40 industries which report to 
the National Safety Council. Each two-day 
course is limited to 25-35 students, and regis- 
tration costs $20, which includes the cost of 
a personal folder of safety material plus two 
luncheons. 

The customary evaluations following the 
presentation of each course continue to be 
complimentary. Even better are the unsolicited 
comments made during luncheons, coffee 
breaks and at the closing session, such as this 
statement by F. X. Phelan, safety supervisor, 
Central Illinois Electric & Gas Co., Rockford, 
Illinois. “In the many years I have been iden- 
tified with safety work I never attended a con- 
ference where there was such a high concen- 
tration of truly worth-while material given 
in one package. One can take home much use 
ful and valuable data to further augment 4 
safety program.” 

Or this quote from J. G. Lambert, safety 
supervisor, Northern Illinois Gas Co., Bell- 
wood, Illinois. “I have attended several 
safety courses, but this was by far the best or- 
ganized and planned, and it has much really 
useful material.” 

Samuel W. H. Gibson of The Peoples Gas 
Light & Coke Co., Chicago, said, “I enjoyed 
the course very much, first because there was 

(Continued on page 50) 
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cker an ‘expert’ at workshop 








E. R. Acker (seated), Central Hudson Gas and Electric, is intro- 
duced by Prof. Robert T. Livingston at Columbia’s Utility Man- 
agement Workshop held for two weeks at famed Arden House 


H° an executive development pro- 
gram was established at Central 
Hudson Gas and Electric Corporation 
was reviewed by the company president, 
Ernest R. Acker, on May 19 at Columbia 
University’s Utility Management Work- 
shop, held for two weeks at Arden 
House, Harriman, New York. 

Mr. Acker’s presentation and subse- 
quent afternoon and evening discussions 
with 28 workshop participants from util- 
ities all over the country constituted a 
typical day at this unique course in ex- 
ecutive training conducted under the di- 
rection of Professor Robert.Teviot Liv- 
ingston. Sponsored by Columbia’s De- 
partment of Industrial and Management 
Engineering, the sessions from May 16 
to May 27 marked the fourth annual 
workshop devoted to the problems of de- 
veloping executive leadership in the util- 
ity and public service industries. 

Mr. Acker was one of nine “‘experts’”’ 
invited by Professor Livingston to act 
as a consultant for a day at the work- 
shop. As in past years, the speakers were 
selected with regard to their varied back- 
grounds and their presentations reflected 
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varied points of view. Represented were 
business men, college professors, an ed- 
itor, and consultants in the field of man- 
agement and human relations. 

Their choice reflects one of the means 
by which Professor Livingston seeks to 
achieve the primary aim of the workshop 
—to make its ‘‘graduates” continue to 
think (as they find they do while they 
are participants) about management 
problems in a manner that may differ 
widely from the individual's previous 
point of view. 


Three groups 


The guest experts’ presentations are 
tied in with intensive work pursued by 
the course students. The participants are 
divided into three groups, each with its 
own group leader and staff advisor. The 
resources of the entire workshop staff, 
and of the guest consultants, are avail- 
able for the groups to use in their work. 

Within the broad subject selected as 
the framework of the workshop—this 
year it was “Executive Development and 
Human Relations’—each of the three 





After relating experiences of his company in setting up executive development pro- 
gram, Mr. Acker (head of table) conferred with small groups of workshop students 
for informal discussions. At Mr. Acker’s left is Central Hudson’s A. L. Colligan 


groups selects and proceeds to develop 
some aspect of the main subject, report- 
ing its findings and conclusions at the 
end of the two-week workshop. This 
year, five questions were posed and 
studied: 


1. Why is it desirable to develop peo- 
ple? 

2. Can you develop people ? 

3. If so: what do you expect to get, 
what do you actually get, and what 
does it cost ? 

4. Supposing you do not have a me- 
thodical training program . . . so 
what ? 

5. How do you develop people ? 


“The results will not be the solution 
of some great problem in human rela- 
tions,” Professor Livingston said. “But 
if I and my staff have done our job, 
these men will be aware of problems 
they in all likelihood did not know ex- 
isted. And with that awareness, they will 
be on the way to overcoming such prob- 
lems in their companies at home.” 

Mr. Acker brought before the group 

(Continued on page 38) 
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How Niagara Mohawk’s modernized 


telephone service keeps customers happy even in time 


Stored calls ease ’phone flood 


of crisis 
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By JOHN A. WILLIAMS 


Manager, Methods and Statistical 
Dept., Niagara Mohawk Corporation 


ustomers come to you in person and 
C it’s one thing—the tempo is rather 
leisurely, and a wait of a few minutes 
means nothing. But let one come to you 
by telephone and it’s different! 

Whether a customer wants a railroad 
reservation to Chicago, wants immediate 
delivery of her Easter bonnet, wants to 
say that his furnace is cold, that his lights 
are out or that her kitchen range won't 
work—if it’s by telephone they want 
service and now. 

How do public service companies 
handle such problems? Obviously the 
answer is to have enough telephones and 
enough people on duty to answer all 
calls, and to do the necessary field work. 
This interposes some serious problems 
however during storms and during other 
periods of stress, and I don’t think that 
any company has ever been able to solve 
it in such a simple, although expensive, 
manner. 

Early in 1952 our company set out to 
find the best possible solution to such a 
problem for our Syracuse office. The Syr- 
acuse office serves a population of about 
360,000 people with about 107,000 elec- 
tric customers and about 85,000 gas cus- 
tomers, of whom about 42,000 use gas 
for space heating. 

We had a ten position lamp and key 
order table, as is shown in the photo- 
graph. Twenty-two lines came into this 
board, eight from the telephone com- 
pany’s central office, eight from the PBX 
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board and six from other sources, but 
only ten customers could get attention at 
one time. Each of the ten operators (or 
fewer, as was quite often the case) had 
22 lights in front of her that she could 
answer. 

When storms or real cold weather 
came upon us and the lights twinkled 
and the board became swamped with 
calls, it was a pure matter of chance as to 
whether the most recent call or the one 
longest on the board would get attention, 
and the waiting time for many customers 
became interminable. The customer com- 
plaints at such times were so serious that 
some solution had to be found. 

In our studies we found that several 
utilities (notably the Peoples Gas Light 
and Coke Company of Chicago and the 
Brooklyn Union Gas Company) had de- 
veloped individual desks for operators 
to get away from the congestion and the 
cross-talk of the order tables, and that 
they and others had installed boards for 
storing calls and for assigning them in 
chronological order to the respective op- 
erators. These were major improvements 
over the old lamp and key order table 
type of board which we were then using. 

We soon placed an order with the 
New York Telephone Company for a 
telephone system to be installed on in- 
dividual desks with storage facilities and 
with provision for assigning calls to 
operators in rotation according to pri- 
ority of original calls. At the same time 
we asked them to proceed with the de- 
velopment of a device which would give 
our customers an automatic and courte- 
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Automatic answering device at Niagara Mohawk cw 
telephone for dictating messages to moving 
belts in control units. Un‘t at left carries standard 
sage, while one at right carries emergency 


ous answer when the operators on duty 
at any one time couldn't take care of all 
of the incoming calls. 

Their answer was: “Let's install what 
we have available and at the same time 
let us work on the answering device.” 
Such an answer seemed quite acceptable, 
so the initial installation was made on 
April 1, 1953, with 15 individual desks 
as is shown in the second photograph 
and with 20 trunks to the central office. 

Under the new arrangement each cus- 
tomer service representative has a desk 
all of her own where she can store 
her personal effects, where she is not 
crowded and where she is not bothered 
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lomp and key board illustrated above caused « 








by cross-talk of other representatives. 
© A tepresentative now has no decision 
Mp make as to which call she will take as 
Mthe calls are allocated automatically in 
Pwrict order of priority. The first call in 
F goes to the first representative who isn’t 
) busy and so forth and so on. The cus- 
tomer service telephone center has a 
| separate telephone number so that serv- 
Sie calls are received direct from the 
| Telephone Company’s central exchanges, 
rather than being routed through the 
tompany’s private branch exchange. A 
H Special telephone listing for four cate- 
ories of customer service calls is of great 
Phelp in directing the incoming calls to 
| the proper telephone number. 
| The before and after pictures present 
contrasts that are quite striking but the 
most striking of all was the automatic 
answering device. The New York Tele- 
phone Company designed and installed 



























gen "the automatic answering device early in 
1954, about a year after the original in- 
duty stallation had been made. 
of all The device is an adaptation of one 
which had been in use for a number of 
what years for doctors and others who had to 
im have calls answered somehow or other. 
Ice. This one, however, is different and much 
able, more complicated in that it has to fit into 
oe a 6A telephone switchboard that stores 
lesks calls and that then assigns them in chron- 
raph Ological order to the first available 
fice. Operators. 
ge A photograph shows the external in- 
desk struments that more or less control the 
Be device. The special telephone instrument 





shown is used in dictating messages to 
moving magnetized belts in control units 





ored 





ISSUE OF JULY-AUGUST, 1955 


garding telephone service, because of congested lines, noise of cross-talk 





#1 or #2, either of which may be used at 
will. The standard message is carried in 
control unit #1. This message at the mo- 
ment says, ‘Niagara Mohawk—We are 
sorry our representatives are busy. Will 
you please hold the line. This is a record- 
ing. Thank you.” 

The other unit is used for emergency 
messages such as “Niagara Mohawk— 
Our representatives are busy. We are 
having a serious storm and general 
trouble. Service will be restored as fast 
as is possible. A representative will take 
your call if you will hold the line. This is 
a recording. Thank you.” Many times, 
during emergencies, such a message 
serves to satisfy the customer who will 
then hang up, thus making the line avail- 
able for other customers. 


Relay requests 


The wiring and the multitudinous re- 
lays and control panels required to 
handle the answering device are some- 
what reminiscent of an inside view of a 
large electronic data processing machine 
or other electronic device so prominent 
in the public mind today. 

Orders are received at the desks for 
turn-ons or turn-offs, electric or gas meter 
sets or removes, gas leaks, no lights, ad- 
just appliances, wires down and all other 
kinds of trouble. They are written on a 
“service request” form which is then 
placed on a “Lamson” high speed belt 
conveyor to the right of the representa- 
tives’ desks. This belt delivers the order 
to the dispatchers’ desks within seconds. 
If the order is an emergency order, it 


re- New system operates more smoothly, as each call is assigned in rotation, 
according to priority. Operators have individual desks in roomy area 





is dispatched to the workers in the field 
by short wave radio and the job of re- 
storing service is then under way, many 
times within a few minutes after the call 
was placed. 

Our standard of good performance is 
to answer all calls received in the tele- 
phone center within 20 seconds. If the 
incoming call is not answered within that 
time, the answering machine cuts in and 
delivers the “message.” The first cus- 
tomer who waits more than 20 seconds 
for an answer is given the message. As 
soon as the message is completed the cus- 
tomer’s call is placed in the storage unit 
for assignment to the next available rep- 
resentative. The message is then repeated 
simultaneously to all customers whose 
calls came in while the first message was 
being given and their calls are then 
placed in the storage unit, and so forth 
and so on. 

So much for the mechanics of the de- 
vice. How has it worked out in actual 
use ? 

The calendar year of 1954 was really 
a tough year to try out such a device in 
Syracuse. Up to October 1, Syracuse had 
had five serious wind storms which blew 
down lines all over the territory and put 
severe loads on the customer service 
board, all of which were handled with 
reasonable dispatch and promptness. 

Then in October along came “Hazel.” 
What “Hazel” did to the Syracuse distri- 
bution lines beggars description. The de- 
mands on the customer service board 
could not have been met with ten times 
the existing facilities but somehow the 
answering device did its share, the 
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Messages received at telephone operators’ desks are writ- 
| ten on service request forms, and sent to dispatchers (pic- 
tured above) by means of Lamson high speed belt conveyor 

















people were convinced that the company 
was doing its best and service was finally 
restored. 














What was the public’s reaction to an 
experience of this kind? We can’t quite 
tell ourselves but one of the Syracuse 
newspapers wrote a story about our per- 
formance during one of the season’s bad 
storms. The answering device got a big 
hand along with the magnificent per- 
formance of the operating department. 

The answering device unquestionably 
does a job during storms and at the time 
of the first cold snap of the season, when 
it seems that everybody and his brother 
wants his gas furnace turned on. What 
does it do, however, when things are 
more or less normal ? 

Our records give a picture of what 
happened under both sets of circum- 
stances, i.e., the four weeks ending No- 
vember 13, 1954, a period which started 
with the clean-up on ‘Hazel’ and the 
four weeks ending April 30, 1955 which 
represented a period of relative calm in 
the telephone center. 

Hurricane ‘Hazel’ struck Syracuse 
Friday night October 15th and the rec- 
ords for Monday and Tuesday, October 
18th and 19th show that up to five times 
the normal number of telephone calls 
were received during the aftermath of 
the storm. The records show that there 
were also strenuous days later in the 
month, partly caused by the clean-up of 
“Hazel,”’ cold weather, and other storms, 
and partly caused by increased absences 


and reduced efficiency of personnel, as 
people just cannot stand up under the ip. 
creased tension and overtime caused by 
such an experience. 

The records for the four weeks ending 
April 30, 1955 reflect a period of relative 
quiet in our customer service telephone 
center as is shown by the low Percentage 
of calls answered day by day by the 
answering device. Even so, 783 of oy 
customers or 5.9 percent received 2 
message that month at about the time 
that they would have begun to become 
impatient. 

Careful studies have been made and 
are being made to put more represents. 
tives on duty at critical hours and to shift 
representatives between hours. We are 
convinced, however, that you can never 
have enough people on duty to answer all 
calls that may come in at any one time. 
The answering device helps to fill this 
gap and also to furnish figures to plan 
the most efficient manning of a customer 
service telephone center. 

We are sure that the answering device 
was of immeasurable assistance to us in 
handling “Hazel’’ and other emergencies 
during 1954. We are also sure that the 
greatly improved record in April 1955 
is due, to a considerable extent, to the 
utilization of the facts and figures pro 
duced as a by-product of the new equip. 
ment. 












+e ITH gas range 
d PAR activity sales on the 

rise during the 
first five months of this year, an increase 
of 12.1 percent over the same period last 
year, the gas industry looks with optimisim 
to its forthcoming Old Stove Round-Up cam- 
paign. 

A PAR activity of the American Gas As- 
sociation with the cooperation of the Gas 
Appliance Manufacturers Association, the 
campaign will run for three months, Sep- 
tember through November. It has been ex- 
tended an additional month this year in order 
that dealers may take full advantage of the 
peak season for selling home appliances. 

In preparation for the seventh annual cam- 
paign, A. G. A. recently sent out an advance 
portfolio to utility companies, dealers, and 
gas range manufacturers across the nation, 
outlining plans for the biggest Round-Up in 
its history. 

Local and national promotions will be 
built around the advance portfolio, which 
contains information on point of sale dis- 
plays, television and radio commercials, out- 
door posters, advertising mats, giveaway pre- 
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Current sales increase spurs Old Stove Round-Up campaign 


miums, and similar promotional aids, accent- 
ing the western theme which has proved so 
successful in corraling customers into dealers’ 
showrooms in past campaigns. The kits may 
be obtained by writing to the Promotion Bu- 
reau, A. G. A. Headquarters. 

Every available medium will be used in 
full support of the Old Stove Round-Up, 
before and during the campaign. Four-color 
single and double page spreads in Better 
Homes and Gardens, American Home, Ladies’ 
Home Journal, McCall's, and Woman's Home 
Companion, will be supplemented by exten- 
sive advertising in newspapers and trade jour- 
nals. 

Television will be used to an even greater 
extent this year with the accent on glamor, 
featuring Ramona Deitemeyer, the gas indus- 
try's Mrs. America of 1956. The nation’s 
most publicized housewife will be seen in 
an attractive kitchen setting, delivering a 
series of gas range commercials, running 
from 20 seconds to one minute. 

Radio coverage will also be increased with 
a series of nine singing commercials. A two- 
sided 12” record provides four one-minute, 
three 20-second, three 30-second, and two 20- 


second spots, with time allowed for individual 
dealer identification. 

Order for outdoor posters are up 150 per 
cent over last year, another indication of in 
tensified interest in this year’s Round-Up. 
Giant animated window and floor displays 
will feature the nation’s number one box 
office attraction, cowboy actor John Wayne. 

Caloric, Cribben & Sexton, Hardwick, 
Magic Chef, Maytag, Roper, and Tappat, 
seven of the nation’s leading gas range manu- 
facturers, will use the John Wayne displays 
to stress their individual selling points, while 
the utilities will stress the superior advan- 
tages of cooking with gas—cooler, cleaner, 
quicker. 

To educate the public to the rapid strides 
made in the modernization of today’s gas 
ranges, manufacturers will emphasize such 
features as automatic timers, streamlined 
styling, built-in units, dramatic color, and the 
availability of many models incorporating 
rotisseries, griddles, deep fat fryers, and deep 
well cookers, right in the appliance. 

Utilities will put emphasis on the fact that 
gas offers economy, efficiency, instantaneous 
ignition, and dependable performance. 
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Sell gas as 
a Service, 
not a fuel 





By J. THEODORE WOLFE 


Executive Vice-President, 
Baltimore Gas and Electric Company 


gapxcerpts from an address before the A. G. A. 
ales Conference on Industrial and Commercial 
as, Boston, Mass., April 12-14, 1955. 
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efore we discuss the part of the In- 

dustrial and-Commercial Gas Section 
in the Gas Industry Development Pro- 
gram, let’s see if we know what the pro- 
gram is, and why it is. Most of you are 
acquainted with it to some extent and 
have at least read the formal statement 
of principles which bears the endorse- 
ment of A. G. A.’s Board of Directors. 

There are 15 of these principles, deal- 
ing with sales, promotion and service. 
They are about as controversial as a dish 
of ice cream. In fact, they are so ob- 
viously the principles on which all of us 
should and many of us do conduct our 
businesses that they have been sneered 
at in some quarters, referred to as “the 
program of pious platitudes” or “the 15 
fatuous fancies.” Just as any set of prin- 
ciples might be sneered at by one who 
gives them lip service only. 

But the Giddyap Program, as its nick- 
name implies, is really a program of ac- 
tion. Its objective is to develop to the 
fullest possible extent the long term 
competitive potential of the gas industry. 
Its approach is varied: 

It seeks to upgrade the quality of gas 
equipment and appliances. 

It seeks to stimulate more intensive 
sales and promotional efforts on the part 
of gas utility companies, appliance man- 
ufacturers, and dealers. 

It seeks to develop and maintain a 
better understanding of the industry and 
its problems and opportunities, and a 
greater degree of cooperation between 
utility companies and manufacturers in 
the solution of those problems and the 
acceptance of those opportunities. 

Viewing the tremendous growth in 
sales during the past decade or two, 
Why bother about the competitive po- 
tential of the gas industry? In many 
parts of the country, it has been neces- 
sary to turn business away or to set up 
waiting lists of those desiring gas serv- 
ice. Why bother about selling gas ? 

The Giddyap Program is a long term 
project; and, from a long term point of 
view, we do need to bother about selling 
gas. The boom in gas sales during the 
past decade has been largely due to the 
strange circumstance that gas, in a great 
many areas, has been the cheapest source 
of heat energy available. As an almost 
automatic consequence, sales of gas for 
the sole purpose of making heat, whether 
in the home, the store, or the factory, 
have sky rocketed. 

This may seem fine at first glance, but 
there are some serious long term hazards 


in the situation, the most serious being 
that the enjoyment of a price differen- 
tial under other fuels may dull the sales- 
manship of the gas industry. Then, 
when the law of supply and demand 
brings us to account, as it ultimately 
must, whether or not the Federal Power 
Commission regulates the producers of 
gas, and gas loses its controlling price 
advantage, we may not have the sales- 
manship needed to survive the competi- 
tive struggle. 

We have seen evidence already that 
this hazard is not just imagined. In ap- 
plications where gas is sold competi- 
tively for purposes other than simply to 
make heat, we have been losing some 
ground. This is certainly true with re- 
spect to the domestic cooking load, and 
I am sure that some of you, at least, will 
say that it is true with respect to indus- 
trial and commercial applications of gas. 

Our greatest need, it seems to me, is 
to revive the concept of gas, not as a 
fuel, but as a public utility service. We 
need to sell it on the basis of what it 
will do, not simply what it will cost. In 
order to do this, we need to make avail- 
able gas consuming equipment which 
will give the customer not only a pre- 
scribed number of heat units but the 
maximum degree of convenience, clean- 
liness, coolness and control. 

We need such equipment, not just for 
the home, but for the store, the bakery, 
the restaurant, the factory, for any place 
that gas may be used. We need to do 
everything within our power to over- 
come the impression—too often justified 
by our failure to demonstrate otherwise 
—that gas is old-fashioned, inadequate 
or unreliable. In this, the members of 
the Industrial and Commercial Gas Sec- 
tion have just as great a responsibility as 
anyone else. 

Your chairman, Ray Trowbridge, re- 
cently sent a “request for help” to the 
men in charge of industrial and com- 
mercial gas sales. He called attention to 
the fact that “obsolete gas equipment is 
being used to instruct students in many 
colleges giving engineering degrees or 
courses on hotel or restaurant manage- 
ment. This equipment exists side-by- 
side, in many cases, with modern elec- 
trical equipment and the comparison is 
unfavorable.” He might have said “odi- 
ous.” 

In this same letter he reported that a 
recent survey of schools and colleges us- 
ing commercial cooking equipment in 
their courses disclosed that, while most 
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of them were using gas, much of the 
equipment was old and in need of re- 
placement. He made the obvious but ur- 
gent plea that gas utility representatives 
get busy with these schools and colleges, 
sell them on modern gas equipment, 
help them get it on favorable terms, and 
assist them by various means in the in- 
struction of their students. Here is an 
excellent and specific opportunity for 
members of this Section to share in the 
long term effort to sell gas as a modern 
and convenient service, not just a fuel. 

Countless other opportunities must be 
available to those who are on the alert 
for them. In restaurants, in hotels, in 
apartment houses, as well as in the 
homes of our customers, obsolete gas- 
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consuming appliances give forceful evi- 
dence to support the adverse claim that 
gas is old-fashioned and inconvenient. 
We know that the claim is basically 
false, but if we want our present and 
prospective customers to know it, we 
must work to improve our service and 
the means of using it, and we must bring 
home, even to existing customers who 
seem perfectly satisfied with the gas- 
consuming equipment they bought 20 
years ago, the fact that the gas appli- 
ances of 1955 are completely modern. 
Turning again to the situation created 
by the gas industry's enjoyment of a 
price differential, I should like to say a 
few words about one aspect of that situ- 
ation, or one of the unfortunate con- 





Increased demand for hot water, as a result of increase in light-colored cars, inter- 
ests utility men at mid-season meeting of Commercial Processing Committee in Boston 





Two major topics at Boston’s Spring Conference Food Service Equipment Committee meet- 
ing were strengthening distribution of Cooking for Profit, pre-mix baking demonstrations 
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sequences of it, which must have im. 
pressed itself upon members of this 
Section as it has upon me. That is the at. 
titude of many gas utility companies and 
regulatory bodies towards the sale of ip. 
dustrial gas. 

Here more than anywhere else, we 
have seen an alarming tendency to think 
of gas strictly as a source of heat, and 
not as a utility service. With industrial 
rates in some areas so low as to make gas 
the cheapest source of heat on a straight 
Btu comparison, even without consider- 
ing such factors as efficiency and control- 
lability, it has been easy to sell gas ona 
take-it-or-leave-it basis. As a matter of 
state law in some instances, al/ sales of 
gas for industrial uses are subject to in- 
terruption as required to protect the do- 
mestic consumer. To my mind, this is a 
tragic condition. 

We must recognize, of course, that 
there are many uses of gas in industry, 
often large volume uses, where the price 
per million Btu contained in the fuel 
is the only factor which determines the 
customer's selection. For such uses, gas 
may quite properly be sold on an inter- 
ruptible basis provided it can be made 
available at rates low enough to warrant 
the customer’s making an investment in 
alternate fuel-burning equipment and 
suffering the headaches that go with 
switching from one fuel to another. 

But there are other uses where con- 
tinuity of supply is essential. For these 
uses, gas can be sold only on a firm basis, 
and it is one of the sad consequences of 
the take-it-or-leave-it attitude of recent 
years that many profitable industrial loads 
have been lost by the gas industry to com- 
petitive services. Gas utility companies 
and manufacturers of gas equipment 
have suffered alike from these losses. 

I am a strong believer in the sale of 
firm industrial gas, not at rates which 
will make it an obvious bargain as a 
fuel, but at rates which will recognize 
its value as a service. It is in the sale of 
such gas at prices well above the prices 
of competitive fuels that the members of 
our own industrial fuel department, now 
under the able direction of your vice 
chairman, Larry Biemiller, have earned 
my admiration. 

I get a thrill when reports come to me 
that these men have sold 38,000 cubic 
feet of gas per hour, worth $200,000 4 
year, for the generation of atmosphere 
used in the annealing of steel, and have 
sold it at a price per million Btu just 

(Continued on page 55) 
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Attract operating men to New York for annual 


Chemical, Engineering and Manufactured Gas Production Conference 


Study peak shaving, standby 





ore than 500 delegates attended the 

Chemical, Engineering and Manu- 
factured Gas Production Conference 
sponsored by the Operating Section of 
the American Gas Association at the 
Hotel New Yorker, New York City, on 
May 23, 24 and 25. 

While many plans and problems were 
reviewed, the great importance of man- 
ufactured gas as a standby measure and 
as a means of shaving peak loads re- 
ceived much attention on the three-day 
program. 

§. W. Horsfield, Long Island Lighting 
Co., delivered the welcoming address as 
chairman of the A.G.A. Manufactured 
Gas Committee. He introduced Walter 
H. Davidson, Transcontinental Gas Pipe 
Line Corp., current chairman of the 
A.G.A. Operating Section, who briefly 
reviewed the aims and objectives of the 
Section and emphasized the importance 
of the Section’s activities, particularly 
since the Natural Gas and Manufactured 
Gas Department of A.G.A. had been 
abolished. Most of the technical activi- 
ties of both departments have been ab- 
sorbed by the Operating Section. 

The theme of the conference was es- 
tablished by Edward G. Boyer, Philadel- 
phia Electric Co., in an excellent study 
and report titled: “The Manufactured 
Gas Position in Present Day Operation.” 
Mr. Boyer explored today’s operations 
of the gas industry, covering the natural 
gas situation, its availability, growth, 
types of contracts and off-peak sales. 

He also reviewed the manufactured 
gas situation, discussing the general as- 
pects of manufactured gas production, 
and applications of manufactured gas in 
Operations from the standpoint of peak 
loads and modification of base gas. 

In conclusion, Mr. Boyer said it ap- 
peared uneconomic, in general, to meet 
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Over 500 utility men attended the Chemical, Engineering and Manufactured Gas Produc- 
tion Conference in New York. Many avoided the rush shown above by registering in advance 


maximum sendouts, which might occur 
on only a few days, by purchasing natu- 
ral gas on long term contract. For such 
cases it is cheaper to make gas from 
other fuels on existing equipment, or on 
new equipment purchased for that pur- 
pose. He said it would seem unwise to 
retire existing gas production equipment 
that is in operating condition. He de- 
clared that manufactured gas has a very 
important position in present day opera- 
tion, and will become more and more 
important in the future as an aid in meet- 
ing the gas load. 

T. L. Robey, coordinator of research, 
A.G.A., discussed this vital gas industry 
function. The PAR Research program is 
now in its tenth year and today is recog- 
nized as an outstanding example for 
other industries. More than 160 projects, 


covering all phases of gas industry re- 
search have been undertaken in the past 
ten years. Nearly 75 percent of these 
have been concluded, and about 25 per- 
cent are being continued. 

Such projects included research on 
utilization, including burner and pilot 
design, appliance improvement, and in- 
stallation information. Natural gas re- 
search projects included testing informa- 
tion to aid producers, better design in- 
formation for pipeliners, new instru- 
mentation for processers, and investi- 
gation of underground storage. 

In manufactured gas, projects covered 
new processes, new methods for peak 
load and base production to meet prob- 
lems of changing load structure. Infor- 
mation on coal and oil fuels, new infor- 
mation on catalysts, problems on inter- 
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changeability and instrumentation and 
control, also have been studied in aid of 
the manufactured gas producer. Mr. 
Robey discussed many of the future 
projects, including work being done in 
the gas incineration and air conditioning 
fields. 

Frank A. Boyd told delegates of some 
of the experiences encountered by Texas 
Eastern Transmission Corporation in op- 
erating a storage service from the Oak- 
ford storage pool in Pennsylvania to the 
eastern seaboard market. 

Karl B. Nagler, The Peoples Gas 
Light and Coke Co., discussed safety 
from the operating man’s viewpoint. 
Safety in the gas industry comprises safe 
design, safe construction, safe mainte- 
nance and safe operation of all gas in- 
dustry facilities, he stated. 

He described briefly the highlights of 
two important codes recently completed. 
The American Standards Association 
Code for Pressure Piping (B31.1) es- 
tablishes safe practices and specifications 
for construction and installation of 
transmission and distribution piping 
systems. A new method of recording 
and measuring work injury experience, 
ASA Standard Z16.1, is being adopted 
by many companies. The A. G. A. Ex- 
ecutive Committee is urging all com- 
panies in the industry to adopt the new 
standard. 

J. G. Voelker, Central Hudson Gas 
and Electric Co., related the experiences 
of his company in operating a standby 
oil plant during an emergency period. 
For more than 30 hours an emergency 
substitution of 100 percent high Btu oil 
gas was made for natural gas in an area 
serving about 10,000 meters. The sub- 
stitution of oil gas for natural gas was 
necessitated when an eight-inch high 
pressure line under tidewater became 
severed. 

The remainder of the three-day con- 
ference was given over to separate ses- 
sions conducted by the Chemical and 
Engineering and the Manufactured Gas 
Production committees. Luncheon con- 
ferences were held each day under spon- 
sorship of the various subcommittees. 

Monday noon luncheon conferences 
were devoted to Carbonization and Coke, 
with H. E. Taylor, Alan Wood Steel 
Co., and E. W. Montgomery, Connecti- 
cut Coke Co., as chairmen. Concurrently 
a luncheon conference featuring a sym- 
posium on peak shaving practices and 
problems was conducted under the lead- 
ership of Louis Shnidman, Rochester 


Gas Production Subcom- 
mittee sponsored panel 
on peak shaving, con- 
ducted by L. Shnidman 


W. J. Thiel (r.) headed 
conference devoted to 
symposium on high 
Btu oil gas practices | 


W. E. Churchill (r.) 
headed group discussing 
chemical cleaning, and 
use of radioisotopes 


H. E. Taylor (seated, 
center) was chairman of 
Carbonization and Coke 
luncheon conference 











IGT’s E. S. Pettyjohn 
stands at microphone 
to speak at session on 
pipeline gas from coal 


Use and handling of liq- 
vefied petroleum gases 
was main topic at pic- 
tured luncheon session 


Charles Koons addresses 
plant waste disposal 
session; 3 men prepare 
to answer questions 


* 
ais Men shown spoke on low 
Btu gas problems and 
vf practices, Hasche unit 
< installation, safety 
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Gas and Electric Corp., and J. L. Ober- 
seider, Southern California Gas Com- 
pany. 

In an afternoon session, Dr. Oscar W. 
Lusby, Baltimore Gas and Electric Co., 
and L. M. Van der Pyle, Rockwell Man- 
ufacturing Co., led a forum on quality 
control and gas conditioning. 

I. B. Dick, Consolidated Edison Com- 
pany of New York, who is the chairman 
of the A. G. A. Chemical and Engineer- 
ing Committee, presided at a session 
Tuesday morning devoted to chemical 
and engineering topics. Reports and 
papers on suspensoids, analytical instru- 
mentation, use of radioisotopes and the 
production of petrochemicals from natu- 
ral gas were given. Speakers included 
Charles B. Moore, Arthur D. Little, Inc., 
and Duane V. Kniebes, J. M. Reid, H. R. 
Linden and E. S. Pettyjohn, Institute of 
Gas Technology. 

S. W. Horsfield presided at a Manu- 
factured Gas Production session on Tues- 
day morning. A luncheon conference 
was devoted to low Btu gas on Tuesday 
with G. L. Calderwood, Rochester Gas 
and Electric Corp., and F. L. Corcoran, 
Boston Consolidated Gas, presiding. 
W. A. Lamberton, Philadelphia Gas 
Works, talked on safety training and 
L. Albert, Koppers Co., discussed the 
operation of the Hasche furnace. C. B. 
Glover, United Engineers and Construc- 
tors, Inc., spoke on the advantages of 
the cyclic catalytic reforming process. 

Bernard J. Clarke, Columbia Gas Sys- 
tem Service Corp., served as chairman 
for a luncheon conference on pipeline 
gas from coal. E. S. Pettyjohn, Institute 
of Gas Technology, discussed costs of 
pipeline gas from coal under the sus- 
pended phase gasification process. Other 
papers were given by H. R. Linden, 
I. G. T., Murray Greyson, Bureau of 
Mines, M. M. Waller, Baker and Com- 
pany, Paul R. Grossman, The Babcock 
and Wilcox Co., and C. J. Lyons and 
H. R. Batchelder, Battelle Memorial In- 
stitute. 

At a luncheon conference on radioiso- 
topes and chemical cleaning, a paper 
prepared by W. D. Crandall, Consoli- 
dated Edison Co., was read by the lunch- 
eon conference chairman Warren E. 
Churchill, Boston Consolidated Gas Co., 
when Mr. Crandall was prevented by 
illness from attending the meeting. Dr. 
A. H. Moody, Consolidated Edison Co. 
discussed some of the problems en- 
countered by his company in chemical 

(Continued on page 51) 
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ge meetings held in conjune. 
tion with Operating Section confer. N 
ences enable members to attend two 
functions in minimum time. In addition 
to the three meetings pictured here, the 
Chemical, Engineering and Manufa. 
tured Gas Production Conference fe. 
tured meetings of the Section’s Executive 
Committee, Convention Program Com. 
mittee, and Subcommittee on Odoriz. 
tion of Gas. 


Manufactured Gas Production Committee completes plans for the three-day conference, and plans 
next year’s activities. Chairman S. W. Horsfield, Vice-Chairman J. L. Turnan, are seated at center 








Chairman |. B. Dick and Vice-Chairman S. Cohen sit at head of table at Chemical and En- One of six committee meetings conducted with Chemical, Engineering and 
gineering Committee meeting. D. L. White (seated, |.) becomes vice-chairman in October ufactured Gas Production Conference is Managing Committee business A 


Operating oldtimers 


Five Operating Section elder sta’esmen at- 

tended the conference. Former sect on sec 

retary A. G. King is at left, ard former sec f 

tion cha'rmen are seated on so‘a (I. to F.): 

F. J. Pfluke, Rochester Gas and Electric; . 

C. W. Wilson, Baltimore Gas and Electric; i 

H. B. Anderson, retired from Philadelphia ‘ 

Gas Works Division, USI; ard R. Van Vit, 

retired from New York and R:chmond Gas t 
t 
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Present wide-ranging discussions at annual 
New York-New jersey Regional Gas Sales Conference 


NY-NJ sessions draw record crowd 





ow public relations and marketing 
H statistics can help move gas appli- 
ances off the salesfloor were two of a 
wide range of subjects discussed at the 
New York-New Jersey Regional Gas 
Sales Conference at the Hotel Commo- 
dore, New York, May 23-24. 

Innovations at the annual event, spon- 
sored by American Gas Association Resi- 
dential Gas Section, included round-ta- 
ble discussions that have proved popular 
at similar meetings in Pittsburgh and 
Chicago. A record attendance of 223 per- 
sons was announced by Henry Rohrs, 
Elizabethtown Consolidated Gas Co., 
out-going Council chairman. 

Salesmen should not consider market- 
ing data as an enemy, Edward R. Martin, 
director of marketing and statistics, Gas 
Appliance Manufacturers Association, 
said at the opening day session. He 
stressed that with the knowledge of sales 
potentials, the salesman is made aware 
of his possibilities. Narrowing the gap 
between potential sales and actual sales 
is the task of advertising, promotion and 
practical application of marketing data 
at the local level. 

The ultimate sale more often than not 
tests upon public relations, J. E. Drew, 
public relations director, Lever Broth- 
ers, told the gas salesmen. He said that 
public opinion will be a major factor in 
settling the “battle of the fuels.” He set 
the basic aims of gas utility public rela- 
tions as the simple task of telling the 
merit of the product and making friends 
with the people they do business with. 

Fach company, regardless of size, can 
fix the responsibility for public relations 
0n one man in the organization. An ap- 
ptaisal of the company as it appears to 
other people in their relations with it 
would undoubtedly open PR avenues to 
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Council President Henry Rohrs (center), Elizabethtown Consolidated, greets two guest speak- 
ers from Servel, Inc.: Duncan C. Menzies, president, and Louis Ruthenburg, board chairman 





Incoming Council President A, J. Hartmann (center), Con Edison, presided Tuesday morning. 
With him are speakers W. T. Briggs (left), John Wood Co., and J. E. Drew, Lever Brothers 
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be traveled by all in the company, Mr. 
Drew said. 

Salesmanship itself, challenging ang 
creative, faces its greatest opportunities 
at present, guest speaker Harry Bowser, 
director of sales education, L. Bamberger 
and Co., said in a talk at the final day's 
morning session. Buying power is at q 
peak and customers are asking that 
their desires for something new, some. 
thing that stirs their pride of ownership, 
be sold to them. It is up to the salesman 
to respond to this demand, Mr. Bowser 
said. 

Something new, something different 
was provided in a display of 14 new pas 
ranges. In his talk, “Panorama of Prog. 
ress,’ H. P. Morehouse, Public Service 
Electric and Gas Co., described the im- 
proved ranges and during the first day 
luncheon the delegates voted on which 
range presented the best selling features, 
Mr. Morehouse is to tabulate the returns 
for manufacturers’ information. 

Other general session speakers in- 
cluded Servel, Inc., executives Duncan C. 
Menzies, president, and Louis Ruthen- 
Two panel experts who burg, board chairman. As they have told 
led discussions on work- other recent sales conferences and meet- 
we be Fico = yp ings of gas utility executives, Mr. Men- 
lumbia Gas; and M. M. zies and Mr. Ruthenburg said that the 
Gibbons, Brooklyn Union gas refrigerator cannot compete with 

electric unless gas companies are willing 
to provide installation and service for 
appliance dealers. 

Mr. Menzies said that no dealer would 
push a gas refrigerator sale if installation 
means $15 out of his own pocket. 
Through servicing, installation and f- 
nancing the utility must give the dealer 
the same chance for a sure profit that he 
has from competing products. 

Servel is putting itself in a sound f- 
nancial position, Mr. Menzies said, and 
has already taken steps to assure better 
quality control and replacement of de- 
fective merchandise. He sees a bright 
future for gas air conditioning and te- 
vealed that field testing of a new Servel 
unit will begin in August. 

Prospects in the gas water heater mat- 
ket were discussed by William T. Briggs, 
John Wood Co., Conshohocken, Penn- 
sylvania. 

Experts from specialized fields led the 
round-table meetings which were held 
both Monday and Tuesday afternoons. 
With three discussions running simul- 
taneously, each delegate had a wide 
choice for participation. 


Panel discussion on gas clothes dryers was led by Norman Millard (behind sign), Bendix 
Home Appliances, who discussed how gas companies can increase share in dryer market 





ilt-i ~ cing i as 
George Duggan (standing) told how his company, East Ohio Gas, built up profitable base : The sale of built in cooking units ha ‘) 
load through energetic promotion of gas-fired incinerators sales through dealer plan risen from 10,000 in 1952 to 175,000 in 
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1954, according to E. W. Westland, 
Caloric Appliance Corp., who led a dis- 
qussion on this subject. He said that 
quality standards must be maintained on 
this type of appliance if the industry is 
to keep built-in sales free of the ‘cheap 
Jabel” that is hung on so many low end 
gas range sales. 

A description of an aggressive cam- 
paign to sell gas house heating recently 
launched by Consolidated Edison of New 
York was given by Frank Powers, district 
sales manager. Shown at the conference 
was Con Ed’s new color film on house- 
heating, which is shown at private “home 
parties” where a housewife is hostess to 
her friends. 

A visitor from Cleveland told his 
New York and New Jersey colleagues 
that any utility willing to invest money 
in promotion can sell a new and profita- 
ble load—gas incineration. George Dug- 
gan said that his company, The East Ohio 
Gas Co., had lifted sales of gas inciner- 
ators from 1,976 units in 1950, the year 
a vigorous promotional and cooperative 
advertising campaign began, to 27,833 
units in the peak year of 1953. He said 
that during the four years of the cam- 
paign, costs per sale had been $3 per 
unit for East Ohio and $3.46 for manu- 
facturers and dealers. 

Sales promotion as practiced by non- 
merchandising utilities was discussed by 
W. W. Selzer, Columbia Gas System 
Service Corporation. As business promo- 
tion manager, Mr. Selzer coordinates a 
broad program of dealer cooperation in 
the various territories served by Colum- 
bia subsidiaries, and he outlined many of 
the techniques used. 

A recent venture is financing for deal- 
ers, with Columbia companies handling 
paper up to 90 per cent of list price. Mr. 
Selzer explained that the plan is set up 
to encourage the sale of quality appli- 
ances. Terms are limited to one year on 
low end sales, but are extended for 
higher priced appliances. 

A gas company that sells appliances di- 
rectly and yet maintains an old arid close- 
knit relationship with its dealers is The 
Brooklyn Union Gas Company. How the 
advent of natural gas and a concerted 
jump to the bandwagon of gas house 
heating sales forced modifications and 
changes in dealer relations was described 
by Martin Gibbons of that company. 
While eager to enlist dealer support in 
selling and installing heating jobs, 
Brooklyn Union had to make sure that 
the equally important kitchen load was 

(Continued on page 56) 
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Steps for utilities and manufacturers to take in order to capitalize on built-in range 
sales were subject of lively discussion led by E. W. Westland, Caloric Appliance Corp. 


Two general sessions 
speakers, E. R. Martin, 
(left), GAMA, and 
H. P. Morehouse, Pub- 
lic Service of New Jer- 
sey, snapped by lens 


Backdrop for conference luncheon was display of gas ranges, each incorporating some 
new design. Conferees participated in ballot on which offered best sales stimulation 








A.G.A. nominations 


partment, New Orleans Public Service, Inc., New Op. 





(Continued from page 6) 


For vice-chairman: 


LESLIE A. BRANDT, vice-president, The Peoples Gas 


Light and Coke Co., Chicago, Illinois. 


leans, Louisiana. 


For first vice-chairman: 
GROVE LAWRENCE, vice-president, Southern Calj. 
fornia Gas Co., Los Angeles, California. 


For second vice-chairman: 


INDUSTRIAL AND COMMERCIAL SECTION V. F. BITTNER, assistant chief technical engineer, The 


For chairman: 


Peoples Gas Light & Coke Co., Chicago, Illinois. 


LAWRENCE E. BIEMILLER, manager, industrial fuel 
department, Baltimore Gas and Electric Co., Baltimore, RESIDENTIAL 


Maryland. 
For vice-chairman: 


J. ROBERT DELANEY, manager, gas sales, Cincinnati 


Gas & Electric Co., Cincinnati, Ohio. 


OPERATING SECTION 


For chairman: 


For chairman: 

B. H. WITTMANN, assistant to vice-president in 
charge of sales, The Peoples Gas Light & Coke Co., Chi- 
cago, Illinois. 

For vice-chairman: 
W. D. WILLIAMS, vice-president in charge of sales, 


J. H. COLLINS, SR., general superintendent, gas de- New Jersey Natural Gas Co., Asbury Park, New Jersey. 





E. R. Acker 


(Continued from page 25) 





the actual experiences of a utility com- 
pany that, since 1949, has had an active 
executive development program. He told 
how an outside consulting firm con- 
ducted a survey that showed “the com- 
pany needed, first, training in super- 
visory techniques ; second, clarification of 
relationships, duties, responsibilities and 
authority within the organization; and 
third, modernization of communications 
practice, using the term in its very broad- 
est sense.” 

Mr. Acker said the situation revealed 
at Central Hudson was not worse or 
more difficult than in similar companies, 
but actually was “‘really typical of the 
more progressive companies which have 
been intelligently and honestly con- 
cerned about people and good manage- 
ment.” 

“Experience indicates,” Mr. Acker 
said, ‘that these are the very companies 
which are least satisfied with their super- 
visory and management effectiveness and 
are doing the most to bring them to in- 
creasingly higher levels.” 

Mr. Acker related how Central Hud- 


son began with a supervisory conference Acker said. “We have noted improved 
program, and then brought all levels of abilities and attitudes of many individ. 
supervision into the development pro- ual supervisors and are confident that we 
gram. are making definite progress in the de- 


“We are deeply impressed with the velopment of our future executive and 
experience we have had to date,” Mr. supervisory personnel.” 


Other guest speakers at the workshop included: 


Perrin Stryker The JOB of the Executive 

Editor, Fortune 

Florent E. Verdin The MAN of MANagement 
Management Consultant 

Earl G. Planty Executive Development Program 
Executive Counsellor 
Johnson & Johnson 

F. Alexander Magoun The Individual & His Personality: Psychol- 
Consultant, Human Rela- ogy & Its Application 
tions in Industry 

Dr. Samuel Pratt Men in Groups & Group Behavior: Sociology 
Consulting Sociologist & Its Use 

Gilbert David Learning—Formal & Informal: Modern Prac- 
Vice President & Gen. Mgr. tice & Use of Learning Theory 
D. E. McNicol Pottery Co. 

Walter D. Woodward Industrial Problems in Human Relations: 
Consulting Psychiatrist Counseling & Psychiatry 
American Cyanamid Co. 

Walter H. Sammis Informal discussion with groups on ‘What 
President Top Management Needs in Their Reports” 
Ohio Edison Company 





Industrial relations 
(Continued from page 18) 


Board has ruled that an automatically-re- 
newable contract does not constitute a bar to a 
representation election, where the automatic 
renewal is forestalled and the agreement ter- 
minated by the union’s timely notice of in- 
tention to reopen the entire contract. (See 
Union Bag and Paper Corporation and Ma- 
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chinists, AFL; NLRB, Case No. 2-RC-6941; 111 NLRB No. 26.) 
December 16, 1954.) Home economists not professional employ- 
Group leaders as supervisors—The Na- ees—The National Labor Relations Board has 
tional Labor Relations Board has ruled that ruled that, even though a degree is a requife- 
group leaders who work with tools and ment for employment, home economists, who 
possess authority to recommend imposition give lectures and demonstrations in the use of 
of discipline or change in pay and working home appliances to groups of their employer's 
conditions are supervisors under the Taft- customers, are not professional employees ua- 
Hartley Act. (See Bethlehem Steel Co. and der the Taft Act. (See Potomac Electrt 
Marine Shipbuilding Workers, Local 33, Power Co. and IBEW, AFL; NLRB, Case 
CIO ; Case No. 5-RD-114; January 11, 1955; No. 5-RC-1473; February 9, 1955.) 
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Colleges exhibit 
educational material 


HIS SUMMER the A. G. A. Educational 


Service Committee is initiating a new 
method of publicizing the availability of gas 
industry educational material, it is announced 
by Frank H. Trembly, chairman. At the col- 
leges and universities listed, professional ex- 
hibits of all the materials published so far by 
the Educational Service Committee will be 
shown. 

Included are the latest editions in the 
“SCIENCE IN ACTION” series, which in- 
dude “Science Principles and Your Auto- 
matic Gas Range,” ‘Science Principles and 
Your Automatic Gas Clothes Dryer,’ and 
“How Your Gas Meter Works,” as well as 
the already well-known ‘Experiments with 
Gas,” “Advanced Experiments with Gas” and 


“NATURAL GAS—Science Behind Your 
Burner” kit. 
Thousands of teachers who will be attend- 





OR THE SECOND consecutive year, and 

for the third time in the last four years, 
The Peoples Natural Gas Co., Pittsburgh, has 
placed first among major natural gas coim- 
panies competing in the annual safety contest 
sponsored by the National Safety Council. 

Only seven disabling injuries, some of 
minor character, were experienced by com- 
pany employees throughout 1954. 

Safety Director Leo Nuhfer attributed the 
1954 prize winning-record to the excellent 
cooperation he received from employees. 

“Employees trained in proper safety pro- 
cedures,” he added, “not only spare them- 
selves the hardships caused by untimely ac- 
cidents, but also give added assurance of 
safe service for the gas-consuming public.” 

Mr. Nuhfer, chairman of the A. G. A. Ac- 
cident Prevention Committee, said System- 
wide safety training programs “have been de- 
signed to benefit both the employee and the 
public served by the employee.” 

As illustrations, he cited the completed 
System-wide training Peoples’ employees have 
had in fighting gas fires and in wearing hose 
masks while repairing leaks. 

Other safety practices in effect at Peoples 
include Monday morning safety conferences 
and “tail gate safety talks.” 
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ing summer schools and working for advanced 
degrees, will now be able to see, study and 
discuss the impact of this fine source of in- 
formation about the American gas industry, 
and can request those pieces they can best use 
in their own pursuits of learning. 

The Educational Service Committee requests 
that utility members with offices in the vicin- 
ity of these colleges and universities suggest 
to their own company personnel charged with 
their individual school education programs 
that they visit these exhibits and check to see 
that the A. G. A. educational display is 
prominently located. 

“This A. G. A. educational exhibit will be 
shown with those of other industries which 
are also aware that today’s students are to- 
morrow’s homemakers,” Mr. Trembly said. 
“School authorities tell us that we can point 
with pride to the calibre of our endeavors and 
be assured that they will be well received by 
the teaching profession.” 

Glick and Keefe, New York, specialists in 
the education field, are managing the place- 
ment of these exhibits. 

Colleges and Universities which will have 
Summer Displays are: 

ARIZONA, University of Arizona, Tucson; 
ARKANSAS, University of Arkansas, Fayette- 
ville; CALIFORNIA, Los Angeles State College, 
Los Angeles; University of Southern Cali- 
fornia, Los Angeles; CoLorapo, Colorado 
State College of Education, Greeley; Con- 
NECTICUT, University of Connecticut, Storrs; 
DELAWARE, University of Delaware, Newark; 
FLoriDA, University of Florida, Gainesville; 
and IDAHO, University of Idaho, Moscow. 

Also, ILLINOIS, Loyola University, Chicago; 
National College of Education, Evanston; IN- 
DIANA, College of Education, Indianapolis; 
Iowa, University of Iowa, Iowa City; KANSAS, 
University of Kansas, Lawrence; KENTUCKY, 
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Peoples Gas wins top honors in Safety Council competition 





University of Kentucky, Lexington; Louisi- 
ANA, Tulane University, New Orleans; Mary- 
LAND, University of Maryland, College Park; 
MASSACHUSETTS, Harvard University, Cam- 
bridge; and MICHIGAN, University of Mich- 
igan, Ann Arbor. 

Also, MINNESOTA, University of Minne- 
sota, Minneapolis; Mississippi, University of 
Mississippi, University; Missouri, University 
of Missouri, Columbia; MONTANA, Montana 
State University, Missoula; NEVADA, Univer- 
sity of Nevada, Reno; New HAMPSHIRE, 
Keene Teachers College, Keene; NEw JER- 
SEY, Rutgers University, New Brunswick; 
NEw York, Brooklyn College, Brooklyn; 
Columbia University, New York City; New 
York University, Washington Sq., New York 
City; Syracuse University, Syracuse; NorTH 
CAROLINA, University of North Carolina, 
Chapel Hill; NortTH Dakota, University of 
North Dakota, Grand Forks; Onlo, Ohio 
State University, Columbus; Western Reserve 
University, Cleveland; OKLAHOMA, Univer- 
sity of Oklahoma, Norman; and OREGON, 
University of Oregon, Eugene. 

Also, PENNSYLVANIA, University of Penn- 
sylvania, Philadelphia; University of Pitts- 
burgh, Pittsburgh; SOUTH CAROLINA, Uni- 
versity of South Carolina, Columbia; SouTH 
Dakota, South Dakota State College, Col- 
lege Station; TENNESSEE, University of Ten- 
nessee, Knoxville; TExAs, Baylor University, 
Waco; UTAH, University of Utah, Salt Lake 
City; VERMONT, University of Vermont, 
Burlington; VirGINIA, University of Virginia, 
Charlottesville; WASHINGTON, University of 
Washington, Seattle; Wrst VIRGINIA, West 
Virginia University, Morgantown; WISCON- 
SIN, University of Wisconsin, Madison; Wy- 
OMING, University of Wyoming, Laramie; 
and District oF CoLUMBIA, The American 
University, Washington, D. C. 





In three of last four years, The Peoples Natural Gas Company has ranked first among natural gas 
companies in National Safety Council competition. Above, E. J. Hanley, president, Western Pennsyl- 


vania Safety Council, presents plaque for year 1954 to Leo Nuhfer, Peoples Gas safety director 
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. LECTRONIC 
a PAR activity COMPUT- 
ING was used in 

the publication of the 4,000 tables in the new 
“Tables of Supercompressibility Factors for 
Natural Gas.’’ American Gas Association 
called on the Remington Rand Univac to com- 
pute and prepare the operating tables of 
supercompressibility factors, based on a 
method of evaluation presented in the new 
A. G. A. Gas Measurement Committee Re- 
port No. 3 “Orifice Metering of Natural Gas.” 
The new tables will provide the gas indus- 


A. G. A. calls in Univac to compute operating tables 


try with expanded, error-free operating tables 
of supercompressibility factors and will elim- 
inate errors and differences in interpolation 
and rounding when using less extensive 
tables. 

A group of seven companies in the gas in- 
dustry sponsored a project, supervised by 
Professor Samuel R. Beitler at Ohio State 
University, to develop a method of evaluat- 
ing supercompressibility factors for natural 
gas without making separate laboratory de- 
terminations. The sponsors released the re- 
sults of this project to A. G. A. for inclusion 


in Report No. 3. 

The operating tables of supercompressij. 
ity factors, with nearly 2,300,000 entries jp. 
volved, are being published in seven volumes 
six volumes are for hydrocarbon gas super. 
compressibility factors, each volume cover} 
a pressure range of 500 psig. A seventh yok 
ume is to be released for gases having carbog 
dioxide and/or nitrogen contents within the 
range of 0 to 5.0 and 0 to 12.0 mol percent, 
respectively. 

The seven-volume report will be available 
in July from A. G. A. Headquarters. 


CGA praises industry progress, elects Geldard president 


OME 400 delegates from seven Canadian 

provinces and several U.S. states heard 
gas industry leaders express confidence in the 
future of the Canadian gas industry at the 
48th annual convention of the Canadian Gas 
Association in the Sheraton-Brock Hotel, Ni- 
agata Falls, Ontario, June 5-9. 

P. W. Geldard, Consumers’ Gas Company 
of Toronto, was elected president of the as- 
sociation for 1955-56, succeeding S. B. Sever- 
son, Buffalo, Dominion Natural Gas Co. 
Ltd. F. R. Palin, Union Gas Company of 
Canada Ltd., Chatham, was elected first vice- 
president, and H. L. Purdy, Vancouver, 
British Columbia Electric Co. Ltd., was 
named second vice-president. W. A. Higgins 
was appointed secretary and treasurer. 

Mr. Severson, opening the convention, out- 
lined the progress of the gas industry in 
Canada and called it “one of the largest and 
fastest-growing industries in the land.” Dele- 
gates were officially welcomed by Mayor 
Ernest Hawkins of Niagara Falls. 

Speakers in the opening morning sessions 
included F. M. Banks, president, American 
Gas Association, who spoke on “Progress of 
Our Industry on This Continent’; Frank H. 
Adams, president, Surface Combustion Corp., 
Toledo, Ohio, who spoke on “Gas Promo- 
tion on the March”; and Dennis K. Yorath, 


general manager, Northwestern Utilities Ltd., 
Edmonton, whose address was entitled ‘“‘Natu- 
ral Gas in the Limelight.” [Excerpts from 
Mr. Banks’ speech appear on page 11.—Ed.} 

Following a luncheon on the first day, the 
Manufacturers Section held its annual meet- 
ing under Chairman W. H. Evans, Minneapo- 
lis-Honeywell Regulator Company. The fol- 
lowing discussions groups were also held: 
Transmission and Storage, R. C. McPherson, 
chairman, and Gavin H. Martin, vice-chair- 
man; Conversion to Natural Gas, P. W. Gel- 
dard, chairman; and Accounting and Finance, 
F. R. Palin, chairman. 

T. T. Arden, Long Beach, Cal., president, 
Gas Appliance Manufacturers Association, 
told delegates there are ‘‘vast and unsatisfied 
markets immediately ahead of us.” The indus- 
try must have good management, product de- 
velopment, good sales, promotion and public 
relations programs to tap this market success- 
fully. Only through engineering and techno- 
logical research can proper product develop- 
ment be realized, Mr. Arden indicated. 

W. D. Williams, New Jersey Natural Gas 
Co., said natural gas must be presented to the 
public as a “new industry, something en- 
tirely new,’’ and the accent should be on the 
word “natural.” 

Suggestions for greater cooperation among 





Leading figures at CGA convention are new president, P. W. Geldard (I.), distribution engineer, Con- 
sumers’ Gas Company of Toronto, and past president, S. B. Severson, Dominion Natural Gas Co., Ltd. 
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manufacturer, utility and dealer were heard 
during a panel, “Our Industry’s Merchandis. 
ing Triangle.” Speakers were J. C. McCarthy, 
Consumers’ Gas Company of Toronto; George 
I. Harrison, Canadian Tappan Stove Ltd, 
Ville St. Laurent, Quebec; and Paul V. Lowes, 
Lyons Engineering Co. Ltd., Toronto. 

“Natural Gas on the March’’ was the theme 
for a panel of industry leaders representing 
various parts of the country. Plans and pros- 
pects for the trans-Canada pipeline were dis- 
cussed by A. P. Craig, vice-president in charge 
of sales, Trans-Canada Pipe Lines Ltd. He in- 
dicated a possibility that obstacles might be 
cleared this year for a start on the Toronto to 
Montreal line, although there was no definite 
commitment on this. 

Other panel speakers expressed optimism 
and looked forward to great expansion when 
the pipeline becomes a reality. W. F. Davey, 
Winnipeg and Central Gas Company, foresaw 
many new chemical and other industries 
springing up once natural gas begins to flow 
across Canada. 

Other speakers included E. H. Rohrer, Brit- 
ish Columbia Electric Co. Ltd., who said plans 
were developing for the introduction of natu- 
ral gas to the Pacific area; B. F. Willson, 
Northwestern Utilities Ltd., who pointed out 
that expansion in Alberta has been evenly dis- 
tributed over the main classifications; J. R. 
Sarsfield, Saskatchewan Power Corp., who 
said high standards of installations were sup- 
ported in Saskatchewan and that sales courses 
were offered to young employees of dealers; 
O. L. Jones, Consumers’ Gas Company of To- 
ronto, who said that acceptance of natural gas 
was all-important and that frankness and pro- 
vision of all the facts was one way to influ- 
ence the public favorably. 

Harold E. Eckes, The East Ohio Gas Co, 
Cleveland, outlined public relations tech- 
niques used in his firm and the methods of 
dealing with press, radio and TV representa- 
tives. 

A Gas Promotion and Merchandising Con- 
ference was held under Chairman George M. 
Douglas, Union Gas Company “of Canada 
Ltd. and Vice-Chairman J. C. McCarthy, Con- 
sumers’ Gas Company of Toronto. “Natural 
Gas Marketing” was the topic of Gordon 
Whitney, Stone and Webster Service Corp., 
New York City. A discussion group on dis- 
tribution problems was chaired by K. J. Bur- 
nett, United Gas and Fuel Company of Ham- 
ilton Ltd. 
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tility demonstration unit combines beauty, flexibility 


A demonstrator’s delight is the composite unit with built-in burners at 
home service headquarters, Consumers Power Co., Flint, Michigan. Audi- 
ence interest remains at a peak as the demonstrator cooks facing for- 
ward, with an overhead mirror as an instruction aid. The entire surface 
burner section may be removed and replaced by a range if necessary. 


Marjorie Bettesworth, system home service supervisor, gave careful atten- 
tion to compartment arrangement. The back view (pictured above) shows: 
tilt-out bin for waste, with removable metal liner, top left; vertical stor- 
age area for serving trays, bottom left; utensil drawer, top center; dem- 
onstration tray shelves, bottom center; utensil compartments bottom right 


API publishes ‘Standard for Field Welding of Pipe Lines’ 


MERICAN PETROLEUM INSTITUTE 

announces publication of the third edition, 
API Std. 1104, “Standard for Field Welding 
of Pipe Lines,” for March, 1955. Approxi- 
mately 4,000 copies of the second edition 
have been sold. 

The 26-page illustrated booklet, priced at 


50 cents, was supervised by the API-A. G. A. 
Joint Committee on oil and gas pipeline 
field welding practices, of which R. G. Strong 
is chairman, A. G. Barkow, secretary. Instru- 
mental in the preparation of this booklet are 
representatives of API, A. G. A., Pipe Line 
Contractors Association, Society for Non-De- 


structive Testing, pipe manufacturers, Ameri- 
can Welding Society, and the Radiographic 
Subcommittee. 

The specification is intended to apply to 
cross country pipelines for the transmission 
of crude petroleum, petroleum products, and 
natural gas. 


Window poster display stresses gas uses, attracts public 


CENTER OF ATTRACTION at the re- 
cent Pittsburgh Home Show was the pro- 
motional exhibit created by the Pennsylvania 
Natural Gas Men’s Association. A “window” 
displaying a series of 12 posters rotating 
automatically on a track set behind the frame 
formed the focal point of the exhibit. Each 
of the original series of posters shown is a 
color painting executed with fluorescent paint, 
highlighted with a black light during a por- 
tion of the period it is in view. 
Captions describing the illustrations point 


out the advantages of gas. The captions used 
are: GAS Provides the Accurate Temperature 
Control for Precision Heat Processing of 
Steel Billets; Foamglas . . . Precision Heat- 
ing Process Replaces Alloying in Manufacture 
of Oilwell Casing; GAS Removes Cutting 
Edges and Mold Marks, Smooths Grinding 
Marks, Seals Incipient Cracks and Fissures; 
Precision Cooking with GAS Makes Your 
Favorite Candy Taste Better; Ink Drying with 
GAS Speeds Your Favorite Magazine to Your 
Door; In Pennsylvania Homes Everybody Eats 


Better Bread. . . . Thanks to GAS. 

Others in the series are: GAS Reduces 
Firing Time by % for Manufacture of Fire 
Brick; Flame Hardening with GAS Speeds 
Production of Heavy Machinery; GAS Eco- 
nomically Produces Temperatures Up to 
3000F for Open Hearth Furnaces; Auto- 
matic Gas Equipment Assures Strong Vacuum- 
tight TV Tubes; GAS Does All the Major 
Household Jobs Best, Too! 

The association plans to develop additional 
posters on promotional themes in the future. 


Texas Eastern gets permission to reconvert Little Big Inch 


EXAS EASTERN TRANSMISSION CORP., 

Shreveport, La., has received Federal Power 
Commission approval, by unanimous vote of 
the full five man commission, for the removal 
of the major portion of the Little Big Inch 
system from natural gas service and the con- 
struction of substitute facilities to maintain the 
company’s gas delivery capacity. 

According to George T. Naff, president, this 
decision and the related order and certificate 
by the Federal Power Commission will permit 
Texas Eastern to proceed with reconversion to 
the transportation of petroleum products of 
1,168 miles of the Little Big Inch line extend- 
ing from Beaumont, Texas, to a terminal on 
the Ohio River near Moundsville, West Vir- 
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ginia. The approved project calls for an ex- 
penditure of approximately $86,600,000, of 
which $14,800,000 is allocated for the Little 
Big Inch reconversion and $71,800,000 to 
cover the cost of construction of a 382 mile 
pipeline and related facilities. 

These new facilities will maintain present 
gas pipeline capacity despite the retirement of 
the Little Big Inch from gas service. 

The Federal Power Commission declared 
that there appears to be no question about 
Texas Eastern’s ability to finance the project. 

Mr. Naff’s announcement pointed out that 
the basis for senior financing has already Been 
arranged by an agreement entered info by 
Texas Eastern with eight insurance companies 


providing for the sale to them of $40,000,000 
principal amount of first mortgage 334% 
pipeline bonds. 

“The reconversion project for the Little Big 
Inch will be set in motion at once,” Mr. Naff 
said, ‘‘and we expect that the line will initiate 
operation as a common carrier of refined oil 
products (including liquefied petroleum prod- 
ucts) by or before the fall of 1956.” 

Mr. Naff said that the petroleum products 
pipeline operation will be conducted as a di- 
vision of the parent company, but that such 
operation, unlike the gas pipeline operation, 
will be subject to the jurisdiction of the In- 
terstate Commerce Commission pursuant to 
the provisions of the Interstate Commerce Act. 
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Association names Bolender president, discusses natural gas 





Heroic winner of the A. G. A. McCarter medal for 
lifesaving is S. L. Sherman (I.) Peoples Water 


and Gas. J. C. Bolend pr ted award 


Shareholders to vote on 


IRECTORS of Seattle Gas Company and 

Washington Gas & Electric Company 
have unanimously signed an agreement to 
merge the two companies. 

The separate actions of the two boards 
were announced in a joint statement issued by 
Walter S. Byrne, president of Seattle Gas, and 
Allen Peyser, president of Washington Gas 
& Electric. Meetings of shareholders of the 
respective companies will be held late this 
month to vote on the proposal. Full details 
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HE ANNUAL general management con- 

ference of the Florida-Georgia Gas Asso- 
ciation was held recently at the Key Biscayne 
Hotel, Miami, Florida. John C. Bolender, 
vice-president and general manager, Peoples 
Water and Gas Co., was elected association 
president for the coming year, and Joseph 
Frink, Florida Power and Light Co., was re- 
elected secretary-treasurer. 

Discussion during the three-day session 
centered around natural gas in connection 
with the current boom in oil exploration in 
Florida. Speaking in behalf of a pipeline to 
Florida were F. E. Stanley, chairman of the 
board, Houston Texas Gas and Oil Corp.; 
Charles C. Barnard, partner, Barnard & Burk; 
and W. A. McIntyre, Porter-Barry Associates, 
who presented a paper entitled ‘Natural Gas 
from Well-Head to Burner Tip in Florida.” 

W. B. Tippy, president, Commonwealth 
Services, Inc., presented a plea for the manu- 
facturers of synthetic natural. 

Other speakers were: S. F. Wikstrom, pro- 
motion manager, American Gas Association, 
who spoke on the value of advertising 


through the PAR Program; Howard E, Ferris 
vice-president, Savannah Gas Co., who pe 
a statistical account of his firm’s experiences 
in converting to natural gas; Phillip ¢, 
Crowen, president, Peoples Water & Gas 
Co., who dealt with problems of finance jn 
relationship to the distributing companies; 
Captain E. E. Pettyjohn, Institute of Gas 
Technology, who spoke on “Peak and Base 
Load Research Developments in Hydrogasif.. 
cation.” 

Harold E. Janes, Florida Railroad and 
Public Utilities Commission, monitored 4 
discussion and question meeting that served 
to clarify the stand of the commission op 
standards of service for gas utilities. 

Highlights of the conference were the in- 
troduction of Mrs. Toby Birne, Mrs. Florida 
for 1956, and the presentation of the Mc. 
Carter medal for lifesaving to Stewart L, 
Sherman, serviceman, Peoples Water and Gas 
Company. 

Mr. Sherman won the medal for saving the 
life of a woman attempting suicide by gas. 


Pacific Northwest merger proposal 


of the proposal were submitted to sharehold- 
ers several weeks ago. 

In their statement Mr. Byrne and Mr. 
Peyser pointed out that the proposal has been 
given a detailed and impartial study by Stone 
& Webster Service Corp., one of the best 
known firms in the field of utility manage- 
ment. The Stone & Webster report is “‘dis- 
tinctly encouraging” in its findings, they said. 

“The merger will not only benefit share- 
holders of the two companies but will pro- 


Consumers earns four safety citations 


ay 


Safety is the byword at Consumers Power Co., as four A. G. A. awards are accepted at the firm’s sixth 
annual safety conference. Awards signify one, two, and three million accident-free man hours at the 
Lansing division, and accident frequency reduction in gas department. Left to right are President D. E. 
Karn, Division Manager W. R. Carlyon, Employee Relations Vice-President H. S. Richmond, |. R. Dohr 
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vide many benefits to the customers of the two 
gas distributing companies and to the entire 
region we serve,” Mr. Byrne and Mr. Peyser 
said. 

The service area of the two companies is 
the industrial heart of the growing Puget 
Sound Basin. 

The merger will permit the development of 
the areas lying between the communities now 
served by Seattle Gas and Washington Gas & 
Electric. 


LP booklets 


WO VERSIONS of the attractive new con- 

sumer booklet produced by the National 
Council for LP-Gas Promotion, ‘“LP-Gas 
. . . Modern Fuel for Millions,” are now 
being offered to industry companies for im- 
printing and local distribution. 

The first, the same as the 24-page selling 
tool employed by the LP-Gas Information 
Service in response to requests resulting from 
advertising and publicity, is useful to bulk 
dealers. It contains promotional copy on all 
major uses of LP-gas, and a page stressing 
the importance of adequate storage facilities 
on consumer premises. The second, a 16-page 
adaptation, de-emphasizes heating and farm 
applications, and is designed for bottled gas 
operators. 

Printed in two-color offset and amply il 
lustrated, both booklets have back page space 
for dealer imprint. Prices, ranging from $6.80 
to $10.50 per 100 copies on the 24-page vet- 
sion and $5.60 to $8.50 per 100 copies on 
the bottled gas version, depend on quantity 
and whether the purchaser is a participant in 
the National LP-Gas Promotional Program. 
A 20 percent discount is granted to membets. 

Sample copies of both booklets may be 
obtained by writing to: National Council for 
LP-Gas Promotion, 185 N. Wabash Ave. 
Chicago 1, Illinois. 
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Steel Pier crowds visit display home Youthful meter-ologist 


AST MONTH marked the start of the played or promoted in any classification of 
L twentieth season for the all-gas “Home of materials or equipment. 

the Century,” the fully-equipped display home Designed by Philadelphia Architect Wil- 
at Atlantic City’s Steel Pier, viewed by over jam F. B. Koelle, the home is presented to 
300,000 people annually. The home is on ex- the public with the cooperation of the Amer- 
hibition seven days a week, with trained host- ican Gas Association and the Gas Appliance 
esses present at all times to explain displays  y¢anufacturers Association. Major gas appli- 
and demonstrate products. It will be open to Sanlen tuahe 2 | ; 
5 il Se tember 15. ances on ~~ ay inciude: Seeages water 
ee ~<P heater; Whirlpool laundry; Caloric range; 


home is actively promoted by means of ‘ é : 
in features and res radio tr ee spe- Servel refrigerator; and Calcinator disposal 


cial events, news releases, and action news unit. oe + me 
photographs. Approximately 250,000 people Each exhibitor is privileged to distribute 
annually read ‘The Home of the Century promotional consumer literature, and the 
Book,” a 36-page promotional pamphlet with name of each exhibitor appears on a framed 
captioned photographs of all appliances, and list outside and inside each room of the 
a listing of each manufacturer represented “Home of the Century.” In addition, all 
and the product he markets. The policy has product displays are labeled with the ex- 
been that no competing products are dis- hibitor’s name. 


Woman among 45 IGT ‘graduates’ 


HE ONLY WOMAN among 1081 en- United Gas Corp., had a head start on some 

rollees to date in the Institute of Gas Tech- male enrollees; she had taken a geology Robert Fullerton, 16, constructs ingenious gas me- 
nology’s home study course “Natural Gas Pro- ‘course while earning a B.B.A. at the Univer- ter for entry in Pittsburgh science fair. Operated 
duction and Transmission,” Mrs. Ida Belle sity of Texas. by stream of air from hair dryer, meter goes into 
Spinks, Houston, Texas, has received the She received her certificate in May, along _ ation at press of button, illustrating how gas is 
Certificate of Accomplishment for satisfactory with 44 men, the largest group to “graduate” measured. Robert, son of Equitable Gas Company 

. ge : . meter repairman, also made use of a TV antenna, 
completion of the course. The course is pre- in any one month since the home study pro- ‘ : “ 

: ’ : ; a mirror, and a breakfast tray, in construction 
pared with the cooperation of the American gram started a little over two years ago. In- og covered both the top ead the front with 
Gas Association. _ cluded in this group are 20 men from Central glass to allow the viewer a close-up look at the 

Mrs. Spinks, administrative secretary, Illinois Electric and Gas Company. intricacies and movements of the interior workings 


Safety measures distinguish model all-gas home in Ohio 


MODERNISTIC all-gas ranch-type house, _ installed according to A. G. A. recommenda- of hot roasting pans and other such utensils. 

designed to eliminate most major causes _ tions. Automatic shutoff works if the pilot Both oven and built-in range are “matchless.” 
of household accidents, opened for inspection fails, and the refrigerant is non-combustible Appliance arrangement permits a free flow of 
last month at Lyndhurst, Ohio. This 1955 and non-toxic. traffic, and counter space adjacent to both 
“Home of Safety” boasts special features such A built-in oven at no-stoop height is con- range and refrigerator eliminates attempts to 
as: non-skid, double-railed basement steps;  Sidered a safety item, as it facilitates handling carry too many items at one time. 
two-temperature scald-proof Ruud automatic 
gas water heater; single-handle safety mixing 
valves in sink, washbowls, shower, lavatory, 
washtubs; and colorless, non-slip finish on 
tub. 

Prompted by the rise in household acci- 
dents in the past few years, a special commit- 
tee, headed by James Chandler, home maga- 
zine editor, The Press, decided to design and 
build a house which would omit most of the 
potential danger traps of today’s homes. 

Working with Mr. Chandler were: Peter J. 

Negrelli, president, Di Carlo Mason & Build- 
ing Co.; Bill Hanna, executive vice-president, 
Home Builders Association of Greater Cleve- 
land; Mrs. Norma Wulff, home safety chair- 
man, Greater Cleveland Safety Council; and 
Harry Hogan, residential sales manager, The 
East Ohio Gas Company. 
_ The “Home of Safety” has no steep drops 
in grade; sidewalk ramps extend to the front 
door, to prevent falls. The sidewalk and 
driveway have a rough finish and are graded 
to a slight slope, thus preventing puddles and 
spots of ice from forming. Hedges, trees, and 
shrubs do not obscure the view of the street, 
or hide the approach of children to the drive- 
way. 

Year-round Servel gas air conditioning was 
selected as a safety and health factor. This “Home of Safety’ basement spotlights gas appliances. Pictured above are Warm Morning incinerator, 
unit and all other gas appliances were ap- Ruud water heater, Servel year-round air conditioner. Specially designed for safe and healthy living, 
proved by the American Gas Association, and the home also contains Servel refrigerator, Roper range and built-in oven, and Bendix washer-dryer 
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Seven million ranges 


rn 


Split-second production halt on Magic Chef, Inc.'s 
lines allows photographer to snap picture of firm's 
seven millionth domestic gas range, designated for 
Mrs. America. Marking occasion with a handshake 
are President Cecil M. Dunn (left), and Philip A. 
Foppe, employee with longest term of service 


Offer general management conference papers 


IXTEEN PAPERS presented at the Gen- 
eral Management Section spring confer- 

ence, March 21-23, at Cincinnati, are now 
available free of charge from the American 
Gas Association, as follows: 

“The Economic Outlook,” by Dr. C. F. 
Roos; “When Everybody Is Somebodee, No- 
body Is Anybody,” by W. A. Paton; “What 
Is Management Development?” by F. M. 
Banks; “Constructive Planning in Health In- 
surance,” by D. D. Cody; “Excess Liability 
Insurance,” by R. S. Gillespie. 

Also, “Economic and Social Implications 
of Extending Fringe Benefits,” by J. M. 
Hines; “The Future of the Gas Industry in 
the Atomic Age,” by Dr. J. R. Dunning; 
“Settlement of Labor Disputes in Public 


NACE sponsors course 


FIVE-DAY short course on corrosion 

sponsored by Washington University, St. 
Louis and Greater St. Louis section, Na- 
tional Association of Corrosion Engineers 
will be held September 12-16. 

The course covers corrosion theory, metal- 
lurgical and mechanical factors, types of cor- 
rosion, designing to prevent corrosion, treat- 
ment of environments, materials selection, 
cathodic protection and protective coatings. 


Utilities,” by Dr. Robben Flemming; “Hoy 
We Contribute to Accident Prevention,” by 
Messrs. Mulvihill, Provonchee, Groves, and 
Owens; and “Management Development— 
What Can a Company Do?’ presented by a 
four-man panel headed by Richard Donham, 

Subcommittee reports available are: “Mecha. 
nized Stock Control,” by H. D. Dusinberre: 
“Material Handling Subcommittee Report,” 
by T. S. Dunstan; “How, When, and Why 
Small Purchases,’ by A. E. Altenhofen; "Se. 
lection and Training of Stores Personnel,” by 
J. C. Sims; “Inspecting and Testing Materials 
and Equipment,” by C. O. Ellis; and “Cen. 
tralization vs Decentralization,’ presented by 
Messrs. Parkes, Rodgers, Firestone, and zu 
Nieden, with J. F. Quigley acting as chairman. 


Fire prevention hints 


VALUABLE pamphlet detailing precau. 

tionary measures in fire prevention has 
been published by Improved Risk Mutuals, an 
association of eleven insurance companies, 
“Prevent Fire by Guarding against Cutting 
and Welding Hazards” contains specific in- 
formation on fire causes, prevention, and 
equipment maintenance, and can be secured 
from: Improved Risk Mutuals, 15 North 
Broadway, White Plains, New York. 


Rheem awards ranch house as promotional contest prize 


WESTERN-STYLE ranch house, com- 

pletely equipped with Rheem-Wedgewood 
gas appliances and equipment, is the grand 
prize in a ‘“‘name the house’’ contest spon- 
sored in 16 Western states by Rheem Manu- 
facturing Company and White King Soap 
Company. The winner of the contest may take 
the model home, currently on display in Costa 
Mesa, Cal., or have an exact duplicate built in 


his home town. 

The Rheem “dream home,” a _ three-bed- 
room-and-den model, features a Rheemglas 
water heater, Rheem water softener and year- 
round air conditioning equipment, Rheem- 
Wedgewood built-in clothes dryer and built-in 
gas range. The home has two full baths, hard- 
wood floors, heavy shake roof and brick fire- 
place. 


if Pigs © 


ASTM Committee D-3 plans new projects 


An organizational meeting of the American Society for Testing Materials Committee D-3 on Gaseous 
Fuels met at A. G. A. Headquarters under chairmanship of L. T. Bissey, Pennsylvania State University 


Additional prizes of 120 Rheem-Wedge- 
wood Select-O-Matic gas ranges and clothes 
dryers were awarded to weekly winners in the 
six-week competition. Contestants were te- 
quired to submit a name for the Rheem 
Dream Home, tell in 20 words or less why 
the name was selected, and enclose with the 
entry a box top or label from a White King 
product. The contest ended June 26. 


Battelle expands 


ATTELLE Memorial Institute, Columbus, 
Ohio, announces completion of three new 
buildings designed specifically for pilot work, 
at a cost of approximately $400,000. One of 
the buildings, planned for chemical engineer 
ing research, is situated adjacent to the firm's 
chemical laboratory building in Columbus. 
The two other new buildings are situated 
on the organization’s 400-acre site at West 
Jefferson, on the outskirts of Columbus. The 
location was selected because of its varied 
terrain, relative quiet, and minimum of aif 
and stream pollution. It is adaptable to agri- 
cultural programs, microwave propagation 
studies, and transmission line investigations. 
The West Jefferson buildings will be pro- 
vided with facilities for large-scale studies in 
chemical engineering, mechanical engineet- 
ing, and metallurgy. The smaller will house 
offices and chemical and testing laboratories; 
the larger will contain large equipment, in- 
cluding a new 500-kva, three-phase trans 
former, equipped with automatic controls 
and over 100 voltage taps, which can be used 
with various types of electric furnaces fot 
semi-commercial melting and smelting opeta 
tions, and for many electrolytic processes. 
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BULLETIN 


issue bulletin 
APPRAIS- 


a PAR activity 
ING INFORMA- 


TION available from the literature on the 
venting of gas appliances has been issued by 
the American Gas Association Laboratories. 
It summarizes phase I of Project DA-3-HA 
sponsored as a PAR plan activity by the As 
sociation’s Committee on Domestic Gas Re- 
search. 

Research Bulletin No. 68, “Literature Re- 
view and Design Studies of Gas Appliance 
Venting Systems,” presents information on 
venting conditions during steady state op- 
eration of gas appliances and the design and 
operation of venting systems. Sections of the 
bulletin discuss effects of excessive updrafts, 
downdrafts, draft hoods, methods of system 
inspection and correction of defects, causes 
and correction of condensate in chimney and 
vent pipes and other facets on the venting of 
gas appliances. Limited discussion is given 
on multiple venting and multi-story vent 
systems. 

Two approaches to vent system design are 
discussed. One deals primarily with the ques- 
tion of maximum vent system capacity and em- 
ploys grid charts to permit solution of many 
venting problems. The second approach deals 
with the flow and heat-loss relationships in 
the venting system and introduces the concept 
of minimum vent capacity. 

Copies of this 245 page bulletin may be 
obtained at $2.50 each from: A. G. A. Labora- 
tories, 1032 East 62nd St., Cleveland 3, Ohio. 


Portable LP container aids demonstrations 


SAFE and convenient means of supplying 
fuel for gas ranges and refrigerators in 
cooking schools, appliance demonstrations, 
and other off-the-line uses, has been developed 
by utilization engineers at Equitable Gas Co., 
Pittsburgh. The unit was designed by Engi- 
neer William B. Ciprella, at the request of 
the safety division. 

The compact, portable case encloses bottled 
gas and all necessary control and regulating 
fittings. It is made of aluminum, with a fire 
lid, and has two handles for carrying ease. Its 
two 20-pound tanks work automatically; a 
regulator switches from an empty tank to a 
full one. A red marker shows that one tank 
has been emptied. The over-all cost, includ- 
ing two tanks, is $118. 

The coupling-equipped flexible connectors 
in the box make it unnecessary to improvise 
installations when a demonstration is planned. 
When not in use, a valve is closed, a hose dis- 
connected, and the container is locked. 

This container spares time and effort com- 
pared to former methods of arranging for 
supplementary gas supplies where natural gas 
is not immediately obtainable. Often an ap- 
pliance service crew had to get bottled gas 
and install improvised connections for each 
demonstration. 

Sometimes copper tubing was strung for 
many feet into the building from outside gas 
supplies. Rearrangement of work schedules 
was often necessary due to demonstrations on 
short notice, and makeshift tank installations 
had no adequate safeguards against accidental 


Magic Chef decentralizes its sales offices 


HE MANAGEMENT of Magic Chef, Inc., 

has recently announced expansion and de- 
centralization plans. 

Magic Chef has placed its present St. Louis 
administration building on the market. Re- 


Midwest Industrial Gas 


HE MIDWEST Industrial Gas Council 

held its annual spring meeting at the Wis- 
consin hotel, Milwaukee, May 26 and 27. 
About 100 gas men from seven neighboring 
States were in attendance. The meeting was 
hosted by the Milwaukee Gas Light Company. 

Chairman J. C. Gurche, Panhandle Eastern 
Pipeline Co., Kansas City, Mo., opened the 
meeting on Thursday and J. H. Mikula, gen- 
eral sales officer for the Milwaukee company, 
welcomed the visiting engineers to the city. 

Other speakers on the program were R. S. 
Van Note, district manager, Selas Corpora- 
tion of America; David J. Stark, plant man- 
ager, National Petro-Chemicals Corp.; and 
Gladstone Keir, C. M. Kemp Mfg. Company. 

Later in the day a tour was made of the 
Schlitz Brewery including an inspection of the 
gas-fired equipment at the plant. On Friday, 
inspection trips by buses were made to the 
plants of International Harvester Co., Nord- 
berg Manufacturing Co., Continental Can Co., 
and A, O. Smith Corporation. 

Members predicted increased sales of natu- 
tal gas to Milwaukee industry, to occur as 
soon as a proposed new natural gas pipeline 
has been run from Louisiana to Wisconsin. 
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gional sales offices have been established in 
New York, Cleveland, Chicago, Cincinnati, 
Pittsburgh, St. Louis, Atlanta and Los Ange- 
les. Negotiations are under way for a location 
in Philadelphia, and consideration is being 


aoe 





W. B. Ciprella, Equitable utilizati gineer, 
points out compactness of his portable LP con- 
tainer to Kathryn Barnes, home service manager 


damage and tampering. 

Equitable states that although safety and 
fire prevention were prime considerations in 
designing the container, great convenience and 
financial savings in labor costs have resulted 
from its use. 


given to establishments in the Southwest, 
Northwest and Intermountain areas. Staff of- 
fices wil] soon be moved to a company owned 
building directly adjacent to the St. Louis 
factory buildings. 


Council holds two-day meeting 


Reviewing notes at Midwest Industrial Gas Council two-day meeting are (I. to r.): J. R. Woodfill, 
Hammond, Ind.; G. C. Lewis, Bellwood, Ill.; Chairman J. C. Gurche, Kansas City, Mo.; J. H. Mikula 
and C. C. Desmond, Milwaukee. The next meeting of the council will be held in Chicago on October 14 
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Peoples Gas Light earns centennial praise for leadership 


NE HUNDRED years of uninterrupted gas 

utility service to the people of Chicago 
was hailed by the directors of the Chicago 
Association of Commerce in a resolution 
praising The Peoples Gas Light and Coke 
Company for its “outstanding leadership in 
the public utility industry.” 


A.G.A. chart lists special features of current gas 


ROSPECTIVE buyers frequently know ex- 

actly what features they want in a gas 
range but are faced with the problem of find- 
ing the manufacturer who supplies a range 
with those features. A chart designed to pro- 
vide a ready approach to such questions has 
been prepared by A. G. A. Utilization Bu- 


A testimonial plaque was presented to 
James F. Oates, Jr., chairman and chief execu- 
tive officer, during ceremonies at the com- 
pany’s executive offices on June 16. 

The Peoples Gas Light and Coke Company 
received its charter from the state of Illinois 
on February 12, 1855. 


reau and is available at 10 cents per copy. 
Larger quantities are supplied at reduced 
prices. 

The chart shows at a glance which manu- 
facturers are producing one or more models 
of gas ranges having some special feature. 
Forty cooperating manufacturers appear al- 


Ceremony commemorates Seattle Gas Company 


SAFETY RECORD of more than one mil- 
lion man hours without a lost time acci- 
dent has been established by the distribution 
department of the Seattle Gas Company. 
The record of the 135-man department was 
commemorated in a ceremony Tuesday morn- 


ing before work began, with many new mem- 
bers of the company’s “1,000 Club’’ welcomed 
into the group. The club is composed of Se- 
attle Gas employees who have worked more 
than 1,000 days without a lost time accident. 

Walter S. Byrne, company president, praised 


The resolution also praised Peoples Gas 
for earning the “faith and -good will of the 
millions of Chicagoans it serves so efficiently 
every day of the year’ and extended tribute 
to the company officers, directors and em. 
ployees “for their inspiring record of achieve. 
ment.” 


ranges 


phabetically by company name and their full 
names, addresses and gas range trade names 
are listed on the back page for convenience 
in writing for catalogues and prices. 

A special feature of the 1955 chart is an 
insert which provides information concerning 
colors available in the various gas range lines, 


Safety record 


the men for their record. The department 
reached the million man hour mark May 8. 
Avery Willis, safety director of Seattle Gas 
Co., said the safe operation of the department 
has resulted in a 75 percent decrease in its 
medical-aid fund rate since 1949. 


Chatham Township ‘Blue Flame’ home features 7 uses of gas 


HE SEVEN RESIDENTIAL uses of gas 
are displayed to advantage at New Jersey's 
latest “Blue Flame’’ home, at Rolling Hill, 
Chatham Township, a territory served by 
Public Service Electric and Gas Co., Newark. 
This Rolling Hill home is the second “Blue 


Calling card 


Eye-catching calling cards of the home service de- 
partment, Cambridge Gas Light Co., are attached 
to a customer’s doorknob as a pleasant way of 
saying ‘’Sorry | Missed You.” Similar flame-shaped 
cards with sales messages are distributed at bill- 
paying stations, enclosed with requested recipes 
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Flame” home in the area. The Newark Sun- 
day News carried a full-color supplement 
portraying the house, as did the Sunday New 
York Times for the area's first “Blue Flame” 
home. The  seven-room,  split-level brick 
house, designed by William Chirgotis, is 


situated on a half-acre plot in a suburb. 

The many visitors touring the $36,900 
house saw all-gas appliances including a 
Roper built-in range, Hamilton dryer, Caloric 
disposer, Rheem water heater, and Servel re- 
frigerator and air conditioner. 


GAMA recommends shows for exhibitions 


ARTICIPATION in one or more of 16 

different national and regional trade shows 
has been recommended by the various divi- 
sions of the Gas Appliance Manufacturers 
Association, according to H. Leigh White- 
law, managing director. 

Mr. Whitelaw stressed that these are rec- 
ommendations made by individual division 
trade show committees, which investigated 
various shows and recommended only those 
of particular benefit to the members of their 
divisions. This is in line with the policy of 
the board of directors of GAMA to allow the 
individual divisions to investigate and recom- 
mend to their members those national trade 
shows in which it is believed such members 
might find it profitable to exhibit. 

The directors believe that state and local 
shows should be left to dealers. Manufac- 
turers may lend display equipment for those 
shows when practicable. 

The following are the recommendations: 

The LPGA National Show will feature ex- 
hibits by the domestic gas range, automatic 
controls, gas refrigerator, gas clothes dryer, 
gas water heater, direct heating equipment, 
and vented recessed heater and floor furnace 
divisions. 

GAMA exhibits at the National Associa- 
tion of Home Builders Convention and Ex- 
position at Chicago will be displayed by the 
domestic gas range, gas refrigerator, gas 


clothes dryer, gas water heater, direct heating 
equipment, gas boiler, vented recessed heater 
and floor furnace, and gas appliance regulator 
divisions. 

The International Heating and Ventilating 
Show will display products of the automatic 
controls, direct heating and equipment, gas 
boiler, relief valve and gas furnace and con- 
version burner divisions, while the National 
Plumbing and Heating Exposition will have 
displays of the gas water heater, gas boiler, 
and relief valve divisions. 

The gas meter and regulator division will 
exhibit at the American Gas Association Dis- 
tribution Conference, and industrial gas equip- 
ment division at the National Metal Exposi- 
tion. The hotel, restaurant, and commercial 
gas equipment division will offer displays at 
the National Restaurant Show, National 
Hotel Exposition, American Dietetic Associa- 
tion Show, and New England Hotel and Res- 
taurant Show. 

Other divisions and the shows they have 
selected are: domestic gas range—American 
Furniture Mart, Western Furniture Mart; 
automatic controls—Air Conditioning and Re- 
frigeration Institute, Institute of Appliance 
Manufacturers; gas refrigerator—National 
Food and Women’s Page Editors of Metro- 
politan Daily Newspapers convention, Amet- 
ican Furniture Mart; and gas clothes dryer— 
National Housing Center, at Washington. 
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June publications 


ISTED BELOW are publications released 
eww June, and up to closing time of 
this issue of the MONTHLY. Information in 
parentheses indicates audiences for which 
each publication is aimed. 


GENERAL MANAGEMENT 


* Material Handling Service Items 1-35 
(for purchasing and stores personnel) 
Available without charge from A. G. A. 
Headquarters. 


STATISTICS 

¢ Monthly Bulletin of Utility Gas Sales, 
May 1955 (for gas companies, financial in- 
stitutions) Sponsored by Bureau of Statis- 
tics; available from A. G. A., free. 


* Quarterly Report of Utility Gas Sales, 
First Quarter 1955 (for gas companies, fi- 
nancial institutions) Sponsored by Bureau 
of Statistics; available from A. G. A., free. 


Folder wins PUAA award 


HANDSOME, two-color folder on the 

merits of built-in gas ranges, published 
by The East Ohio Gas Co., recently won First 
Award in Group A of the Public Utilities 
Advertising Association Better Copy Contest 
for 1955. The six-page folder contains a 
pocket for inserts. 








R. FIXIT, whose specialty is solving 

problems of all kinds for Philadelphians, 
is now directing his efforts toward perform- 
ing a dual service for Philadelphia Gas 
Works. Via television, he sells the merits of 
gas fuel and gas appliances, and at the same 
time creates good will for the utility in a 
highly competitive market. 

Everyone who writes to ‘Mr. Fixit,”’ alias 
Earl Selby, receives a personal note from 
him in the name of the utility, and the thank 
you letters to Mr. Selby and the utility are 












AMES H. MARKS, operating manager, 

Equitable Gas Co., was elected vice-presi- 
dent in charge of operations last month. In 
his new post, Mr. Marks will have charge of 
the automotive equipment, distribution, com- 
Pressing stations, land and real estate, pro- 
duction and transportation, and system opera- 































resolution honors K. 






K. R. Knapp (right) is presented a copy of a resolution honoring him for his significant con- 
tributions to the work of the American Society for Testing Materials Committee D-3 on Gaseous 
Fuels. Making the presentation is L. T. Bissey (left), committee chairman. Mr. Knapp, recently 
retired as assistant director of American Gas Association Laboratories, has served with Commit- 
tee D-3 since 1935. He held the position of committee secretary from 1947 until his retirement 


adding up to handsome dividends in good 
will for gas sales in Philadelphia. Problems 
vary from complaints by defrauded shoppers, 
to requests from needy associations, with 
mail at about 500 letters a week. In each 
case, “Mr. Fixit” is able to give a helping 
hand in some way. 

The television program made its debut on 
March 28, and since then the 13-week option 
has been renewed. It runs each weekday from 
6:25 to 6:30 p.m., on station WCAU-TV. 
This permits repetition of message, and cumu- 


tion departments. 

Mr. Marks, an American Gas Association 
member, started at Equitable Gas Company 
20 years ago as a cadet engineer in the operat- 
ing manager's department and has since served 
the company as district supervisor, foreman 
and assistant superintendent, distribution de- 


“Mr. Fixit” advances PGW advertising, public relations 


lative coverage of the area. 

Frank H. Trembly, Philadelphia Gas Works. 
director of sales, undertook a survey of 2174 
private homes in the territory, and results 
were favorable. He found that approximately 
69.5 percent of Philadelphia adults view 
television regularly or occasionally between 
6:00 and 6:30 p.m., and 67.6 percent of 
these viewers has seen “Mr. Fixit’ after 
seven weeks of telecasting. Almost all the peo- 
ple questioned liked the show, and were able 
to identify the featured appliances. 


Promote James H. Marks to Equitable Gas operating manager 


partment; fieldman, planning and develop- 
ment department; superintendent, North side 
division of the distribution department; gen- 
eral superintendent of distribution. 

Mr. Marks has held the position of operat- 
ing manager at Equitable since December, 
1953. 














Charles A. Harrison 


vice-president in charge of sales and member 
of the board of directors, Toledo Edison Co., 
died on June 15 at the age of 61. 
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For eight years a member of Cities Service 
Company's engineering staff in New York, 
and previously a gas superintendent for Cities 
Service branches in Wyoming and Kansas, 
Mr. Harrison was also assistant general su- 
perintendent of the Public Service Company 
of Colorado. He was a graduate of Colorado 


College. 
Mr. Harrison was a member of the Ameri- 
can Gas Association. 4 


Survivors include his wife, two sons, three 
brothers, and a sister. 










Walstein F. Douthirt 


retired utility executive and lawyer, died last 
month at the age of 87. In 1901, Mr. Douth- 
irt was an organizer of the American Light 
and Traction Company, which in 1949 be- 
came American Natural Gas Company. He 
was vice-president and director of this firm 
at the time of his retirement last year. 

An American Gas Association member, Mr. 
Douthirt also belonged to the American, New 
York State and City Bar Associations, the 
Ohio Society of New York, the American 
Judicature Society, and the Bankers Club. 











Servel announces 3 appointments; launches new sales division 


ERVEL, Inc., Evansville, Ind., has an- 

nounced the appointments of Richard 
Testut as vice-president and general manager 
of the firm’s new home appliance division, 
A. B. Kennison as a vice-president, and Rob- 
ert W. Norcross as manager of the credit and 
collections department. 

Mr. Testut joined Servel earlier this year 
as assistant to the president and director of 
business planning, in April was designated 
acting sales coordinator, and was selected to 
head the newly-established home appliance 
sales division last month. Mr. Testut’s ap- 


Personal 
and : 
otherwise 


pointment marks the start of a stepped-up 
activity in appliance selling by Servel, its as- 
sociated distributors and dealers, and cooper- 
ating gas utility companies. 

Previously, Mr. Testut had been manager 
of the Philadelphia branch of Booz, Allen & 
Hamilton; vice-president of Muzak Corp.; 
and manager of sales research and product 
development of the Scott Paper Company. 

Mr. Kennison, in his new position, will 
coordinate all Servel activities relating to the 
research, engineering and planning of civilian 
products. For the past four years, he has been 


a vice-president and director of Ethicon, Ine 
a major subsidiary of Johnson & Johnsog 
For six years before that he was product 
rector of the sutures laboratories division ¢ 
Johnson & Johnson. 

Robert W. Norcross, former assistant map. 
ager of the credit and collection dep 
succeeds A. F. Lateulere as department head 
Mr. Norcross is a member of the Major Ap 
pliance Manufacturers Association, the Ny 
tional Association of Credit Men, and is m 
the credit committee of the Air Conditioning 
and Refrigeration Institute. 


John Wood names J. H. Gotwals vice-president 


J H. GOTWALS has been elected vice-presi- 
. dent and general manager of the heater 
and tank division, John Wood Company. 

Mr. Gotwals was formerly associated with 
the Rheem Manufacturing Co., and since 
1938 he served as production manager, ap- 


pliance division at Newark, N. J., Chicago, 
Ill. and Sparrows Point, Md.; chief produc. 
tion engineer for all plants; plant manager 
at Philadelphia, Pa.; and general Manager, 
Eastern division, with responsibility for 4 
recting multi-plant operations. 


D. C. Luce cited for contribution to engineering 


ONALD C. LUCE, president of the Public 
Service Electric and Gas Co., Newark, 
N. J., was awarded the honorary degree of 
Doctor of Engineering at the commencement 
exercises of Newark College of Engineering, 
on June 9. Mr. Luce, a director of A. G. A., 


delivered the commencement address. 

College President Robert W. Van Houten 
announced that the degree was conferred on 
Mr. Luce in recognition of his significant 
contribution to the progress of engineering 
science. 


Names in the news—a roundup of promotions and appointments 


MANUFACTURERS 


Two new managerial appointments have 
been made by Magic Chef, Inc. DonALD R. 
NEFTZGER, who has been in the sales depart- 
ment for nine years has been promoted to 
manager of the Rocky Mountain Sales divi- 
sion, with headquarters at Denver, and JAMES 
A. CRIMMINS, in the sales department for 28 
years is now manager of the Northern sales 
division, with headquarters at Chicago. 

WiiuiaM D. Gitper of Cleveland became 
associated with the Reed Roller Bit Co., 
Houston, as chief metallurgist. Mr. Gilder 
has had 24 years of experience in metallurgy. 

BERT SCHAEFER succeeds F. O. BLAKE as 
Midwest division manager of Florence Stove 


Co., Chicago. 

HERBERT C. BRINKMAN, who has been 
with Stacey Brothers gas construction division 
of Dresser Industries for the past 30 years, 
has recently become associated with The 
Stacey Manufacturing Co., Cincinnati, in the 
capacity of vice-president—chief engineer. 

WALTER C. ByrNE, Jr., of Chicago, has 
been appointed sales supervisor for Motorola 
power utility products. He will have charge 
of sales and application of Motorola micro- 
wave, power line carrier and supervisory con- 
trol equipment to electric utility companies, 
and will continue personal coverage of sales 
activity in the midwestern states. 

Frep A. KAISER has announced his resigna- 


Elect Tippy president of Commonwealth Services 


ILLIAM B. TIPPY 

has been elected 
president of Common- 
wealth Services Inc., 
management and en- 
gineering consulting 
firm of New York, 
Washington, D. C. 
and Jackson, Michi- 
gan. He succeeds 
Granville H. Bourne, 
who was elected to 
the newly-created of- 
fice of chairman of the 
board. 

Mr. Tippy was formerly executive vice- 
president of Commonwealth and is also di- 
rector of the Peoples Water & Gas Co., North 


William B. Tippy 
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Miami, Florida. He is a graduate of Williams 
College, and the University of Michigan 
where he received his degree in electrical en- 
gineering in 1932, and has since been active 
in public utility affairs. 

Following work with Detroit Edison Co., 
General Electric Co., and Consumers Power 
Co., he became associated in 1945 with The 
Commonwealth & Southern Corporation of 
New York, service organization for the pub- 
lic utility holding company system which was 
dissolved in 1949. Mr. Tippy was active in 
the formation of the successor service com- 
pany, Commonwealth Services Inc., and be- 
came a vice-president and director. 

He is a member of the Economic Commit- 
tee and the Managing Committee of the Gen- 
eral Management Section of A. G. A. 


tion as general manager of the Detroit divi- 
sion of the Welbilt Corporation. 


UTILITIES 

New Jersey Natural Gas Company a- 
nounces election of SIDNEY M. SCHREIBER, 
Newark attorney, and WILLIAM ABERNETHY, 
Avon businessman, to the board of directors. 

Paul R. Taylor, president of Stone & 
Webster Service Corp., has become president 
of the Industrial Gas Supply Corp., succeed: 
ing GEorGE E. CLIFFORD, who is now chaif- 
man of the board. 

T. N. H. (Tom) MartTIn, new sales man- 
ager for Peoples Water and Gas, is a veteran 
of over 15 years of service with the utility, 
was formerly district manager of Hollywood. 


Guillory vice-president 


MASON GUILLORY, director of. advettis- 
. ing, New Orleans Public Service Inc., has 
been elected a vice-president of the company. 
Prior to his coming to Public Service in 
1931, he served as power engineer in oil te 
fineries. His work with New Orleans Public 
Services Inc. included assignments in all 
phases of its commercial and industrial sales 
operations. He was manager of the industrial 
and commercial sales division from 194 
until 1952, when he became director of a¢- 
vertising. 
Mr. Guillory has participated actively i 
the work of engineering and utility industry 
organizations. He has been chairman of com- 
mittees of the Southern Gas Association, Edi- 
son Electric Institute, and Southeastern Elet- 
tric Exchange. He is an A. G. A. member. 
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Houston Natural names Smith board chairman, Wimberly president 


Frank C. Smith John H. Wimberly 


RANK C. SMITH, president of Houston 

Natural Gas Corporation for 22 years, was 
elevated to chairman of the board last month, 
following the quarterly meeting of directors. 
He succeeds the late L. S. Zimmerman. 

John H. Wimberly, executive vice-pres- 
ident, becomes Houston Natural’s president, 
climaxing a quarter-century of continuous 
employment with the company. Attorney 
Cecil E. Burney was elected a director of the 
firm. 

Mr. Smith, past president of the American 
Gas Association and Southern Gas Associa- 
tion, has been extremely active in A. G. A. 


affairs during the last 25 years. Some of the 
many positions he has held are: Executive 
Committee member, Managing Committee 
member, PAR Committee vice-chairman, and 
General Promotional Planning Committee 
chairman. During his years as president of 
Houston Natural, the number of customers 
has increased sevenfold. 

Mr. Wimberly, an A. G. A. member, holds 
a B.B.A. degree from the University of 
Texas, and is active in business, civic, and 
church affairs. In 1952 he received gas-in- 
dustry recognition by being elected president 
of the 14-state Southern Gas Association. 


Whitson succeeds Smith as Texas Illinois field superintendent 


M. WHITSON, former assistant super- 

. intendent of pipelines, Texas Illinois 
Natural Gas Pipeline Co., Chicago, has been 
promoted to field superintendent of pipelines, 
to fill the vacancy created by the retirement 
of H. E. Smith. 


Newbery wins Shipman Award 


EN R. NEWBERY, director of purchases 
and materials, Lone Star Gas Co., Dallas, 
has received the 1955 Shipman Award from 
the National Association of Purchasing 
Agents for outstanding services to the pur- 
chasing field over an extended period. The 


Mr. Whitson started work with Natural 
Gas Pipeline Company of America, a com- 
panion firm of Texas Illinois, in 1931. He 
has served as maintenance foreman, pipe in- 
spector, district pipeline superintendent, and 
assistant field superintendent. His office will 


at NAPA banquet 


presentation was made at the NAPA conven- 
tion banquet in New York. 

Mr. Newbery, former NAPA president, is 
a veteran of the purchasing field. In 1915 he 
started with Lone Star’s purchasing depart- 
ment when general headquarters were in 


Elect William W. Babcock vice-president of Central Illinois 


ILLIAM W. BABCOCK has been elected 

a vice-president of Central Illinois Light 
Co., Peoria, Illinois. 

Mr. Babcock, who has been associated with 
the company for 23 years, was assistant to 
Vice-President Roy K. Dallas, who was in 


charge of sales, public relations and rates. 
Mr. Dallas is now vice-president in charge 
of rate research. 

Mr. Babcock joined the company in May 
1932 as efficiency engineer at the Liberty 
Street power and heating plant, Peoria, and 


Phyllis Kilkenny accepts A.G.A. domestic publicity post 


RS. PHYLLIS D. KILKENNY joined the 
Public Information Bureau of American 
Gas Association on June 1 as domestic gas 
publicity writer. She will produce and dis- 
tribute stories on domestic gas utilization for 
local company use, contact and service na- 


tional magazines, and prepare press kits and 
publicity support for national promotional 
campaigns under the A. G. A. PAR Program. 

Formerly assistant editor of the Wilming- 
ton (Mass.) Crusader, Mrs. Kilkenny has an 
extensive background in publicity, sales pro- 


New Jersey Natural advances LaRue 


pArp J. LARUE has been appointed gen- 
etal superintendent of distribution for the 
Bay, Central, and Ocean Divisions of the New 
Jersey Natural Gas Co., Asbury Park. 

The new post was created to centralize the 
distribution of gas in the three divisions. The 
contiguous divisions cover Monmouth and 


Ocean Counties and part of Middlesex. 

Mr. LaRue has been superintendent of dis- 
tribution in the central division for the past 
year and previous to that held the same posi- 
tion in the company’s bay division. He has 
been in the gas business for 24 years, having 
joined the County Gas Company, in 1931. 


Columbia Gas appoints Scanlon vice-president 


AMES A. SCANLON, vice-president and 
member of the board of directors, Ohio Fuel 
Gas Co., has been appointed vice-president of 
the Columbia Gas System Service Corp., New 
York, the parent organization of Ohio Fuel. 
He will assume his new duties on July 1. 
Mr. Scanlon started with Ohio Fuel Gas 
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Company three decades ago, was made man- 
ager of the rate department in 1932, assistant 
treasurer in 1944, assistant secretary in 1947, 
treasurer in 1950, and vice-president in 
charge of rates in 1952. He was elected ‘to 
the board of directors three years ago. “Mr. 
Scanlon is a member of A. G. A. 


be in Malvern, -Arkansas. 

Mr. Smith, a civil engineering graduate of 
the University of Nebraska, also started with 
Natural Gas Pipeline Company of America 
in 1931. He has served in several inspective 
and supervisory capacities for Texas Illinois. 


Fort Worth. He moved to Dallas with the 
company in 1919 and shortly thereafter was 
appointed purchasing agent, following a brief 
term as “acting” purchasing agent. He was 
appointed to his present position in 1943. He 
is a member of American Gas Association. 


his succeeding duties included assistant op- 
erating mechanical engineer. 

In 1940 he was named superintendent of 
power and occupied this position until trans- 
ferred to his recently held responsibilities in 
1951. 


motion and industrial relations. She is a 
graduate of Columbia University School of 
Journalism, and has worked in the public re- 
lations departments of Pan American World 
Airways, American Airlines, Dewey-Almy 
Chemical Co., and WRIB and WJAR-TV. 


Matarese president 


D. MATARESE 

. has been elected 
president of Brockton 
Taunton Gas Co., 
Brockton, Massachu- 
setts. In this position, 
he succeeds Isaac S. 
Hall, who is retiring 
after 28 years with the 
company. 

Mr. Matarese, a 
graduate of Massa- 
chusetts Institute of 
Technology, joined the 
company in 1927 asa 
cadet engineer. He became manager in 1935 
and in 1948 was elected vice-president and 
general manager. 


A. D. Matarese 











Michigan Consolidated names Kaiser vice-president, sales manager 


HE ELECTION of Fred A. Kaiser as vice- 

president and sales manager of Michigan 
Consolidated Gas Co., Detroit, has been an- 
nounced by Henry Tuttle, president of the 
company. Mr. Kaiser, former president of 
Detroit-Michigan Stove Company, will assume 
his duties August 1. 


Mr. Kaiser had been associated with the 
gas industry since 1931, when he joined the 
Stove Company as a field salesman. He became 
sales manager in 1938 and assistant to the 
president in 1943. Mr. Kaiser was made a 
vice-president in 1945 and president in 1954. 

Fred A. Kaiser is a trustee of the Institute 


of Appliance Manufacturers, a former directo, 
of the Gas Appliance Manufacturers Associa. 
tion and past-president of the Detroit Sales 
Executives Club. 3 
An A. G. A. member, he was elected 
the “Hall of Flame” of the commercial se. 
tion of the American Gas Association, 





Safety course 





(Continued from page 24) 


never a dull moment, and secondly because it 
really opened my eyes.” He later wrote, ‘“The 
results to date cannot be properly measured 
in an accident frequency percentage, but it 
has done this—created greater interest through 
employee participation in safety meetings. I 


hope that through this participation we can 
show that there is a right way to do our work 
and that we want it done no other way.” 
Indicative of the course’s value and effec- 
tive presentation are remarks by APC mem- 
bers who have served as instructors. Without 
exception, they commented on how smoothly 
everything went and how effectively the four 
instructors collaborated in the presentation of 
course topics. A. L. Dowden, Liberty Mutual 
Insurance Co., had this to say: “I think that 





the course was extremely well organized down 
to the very last detail.” 

Ernie Beaumont, after participating ag jp. 
structor in two courses, said, “May I sum jt 
up by saying that in my opinion the A. G. A 
safety course, ‘Accident Prevention through 
Informed Supervision,’ presents the subject 
thoroughly, informatively and with such ip. 
terest that the supervisory participants are 
stimulated to more enthusiastic participation 
in their local safety programs.” 





Equity funds 


(Continued from page 19) 





tween the several utility services. 

There are some distinct differences be- 
tween pipeline companies and all other 
gas companies with respect to the source 
and application of funds. Pipeline com- 
panies were able to generate internally 
far less of their financial requirements, 
with depreciation accruals and retained 


income totalling only 17 percent of all 
funds needed during the period. Many 
of these companies were organized since 
World War II, and were forced to de- 
pend exclusively upon outside sources 
for their initial requirements. Compa- 
nies engaged in the distribution of gas 
obtained 24 percent of their funds from 
internal sources between 1946 and 1953. 

The relative reliance upon equity and 
debt capital was substantially the same 
for both types of companies. Twenty- 


one percent of the dollar value of all 
new securities issued by pipeline com. 
panies, and by distributing companies, 
represented equity issues. 

The proportion of pipeline funds ap- 
plied to new construction equaled more 
than 70¢ of every dollar. On the other 
hand, distributing companies used 
slightly less than two-thirds of their 
funds for new construction, while more 
than one quarter was used for retiring 
or refunding of existing securities. 





Link Canada-U.S. 


(Continued from page 11) 





minion have not yet been touched. 

Ten years ago proved recoverable re- 
serves of natural gas in the U.S. were 
reported at about 143 trillion cubic 
feet. Since that time some 67 trillion 
cubic feet of natural gas have been pro- 
duced in the U.S. Yet today’s estimate 
of proved recoverable reserves of nat- 
ural gas near 212 trillion cubic feet. 

I believe that new discoveries and 
further exploration in Canada will re- 


sult in a substantial increase in natural 
gas reserves in the Dominion. This has 
always been a pioneering country. It is 
a young country that is still pushing 
back frontiers and expanding its hori- 
zon. I know that it will find resources 
needed to keep pace with the unlimited 
progress ahead. 

A recent article in one of our good 
trade publications was titled “Canada’s 
Future Will Dwarf Her Past.” The ar- 
ticle pointed out that Canada needs the 
energy provided in its oil and gas. She 
needs it to power her growing indus- 


trial development. She needs it for 
transportation and for agriculture. 

I feel sure that the gas industry in 
Canada will help solve some of these 
needs. For ours is an alert industry, an 
industry that is fully awakened to its 
problems and its needs. This is true on 
both sides of the theoretical border 
that binds, rather than separates our 
nations. And because we are united in 
facing those problems and in trying to 
find their solution, I am sure that the 
progress of our industry on this con- 
tinent is truly assured. We cannot fail. 





IGU conference 


(Continued from page 23) 





Brooklyn Union Gas Co., and a formal 
banquet and entertainment also are in- 
cluded in Wednesday’s program. 
Thursday's session will be devoted to 
educational subjects and reports on re- 
quirements for international standards 
for gas appliances and on gas condition- 


ing. Colonel Rockwell will deliver a 
formal address to close the business 
meeting. Thursday afternoon will be 
given over to a visit to United Nations. 

On Friday a field trip to the Harrison 
(New Jersey) plant of the Public Serv- 
ice Electric and Gas Company is sched- 
uled. 

The Committee on Arrangements also 
has compiled a list of suggested tours 


covering points of interest in the United 
States and Canada both before and after 
the conference. 

Complete details of the Conference, 
including speakers and their topics, are 
in the preliminary program, which may 
be obtained from A. G. A. headquarters. 
Also available is an order form for 
those persons wishing to obtain an ad- 
vance set of papers. 








A.G.A. convention 


(Continued from page 7) 


The Residential Gas Section and the 
Industrial and Commercial Gas Section 


50 


will sponsor a joint luncheon on Mon- 
day. C. S. Stackpole, managing director 
of A. G. A., will welcome guests and a 
speaker will speak on the PAR program 
and Gas Industry Development program. 


On Tuesday afternoon the Residential 
Section will present a program devoted 
to sales problems of the industry and 
possible solutions. A new colored mo- 
tion picture on New Freedom Gas 
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Kitchen and Laundry sales will be 
shown. The president of Gas Appliance 
Manufacturers Association will address 
the meeting and an executive of Servel, 
Inc., will present the Servel Gas Refrig- 
erator Awards. Walter H. Kurdelski, 
Michigan Consolidated Gas Co., chair- 
man of the Residential Gas Section, will 
preside. 

The Industrial and Commercial Gas 
Section, with Ray Trowbridge, Seattle 
Gas Co., as chairman, will present quali- 
fied speakers on timely subjects covering 
both the industrial and commercial 
phases of the gas business. The officers 
of the Section will be elected at a meet- 
ing following the joint luncheon on 
Monday. 

The Operating Section will hold two 
afternoon meetings at the Biltmore Ho- 
tel, Walter H. Davidson, Transcontinen- 
tal Gas Pipeline Corp., chairman of the 
Operating Section, will preside. 

Eight papers have been chosen tenta- 
tively for the Section’s program. Guy 
Corfield, Southern California Gas Co., 
will discuss what the corrosion engineer 
can do for management. An outside 


speaker will talk on the economic aspect 
of gas distribution. C. J. Sandusky, 
Southern California Gas Co., will speak 


on quality control. Remote control 
equipment will be described by a com- 
petent authority. 

Safety programs and why they some- 
times fail will be a topic at the meeting 
Tuesday afternoon. Underground stor- 
age is another subject, as is the value of 
engineering. Hall M. Henry, NEGEA 
Service Corp., will speak on peak shav- 
ing measures. 

William B. Tippy, president, Com- 
monwealth Services, Inc., is head of a 
committee arranging the program for 
the General Management Section. A 
luncheon meeting will be held at the 
Statler Hotel on Monday with Larry 
Shomaker, Northern Natural Gas Co., 
presiding as Section chairman. Speakers 
will be listed to talk on subjects pertain- 
ing to general management. 

The A. G. A. and the PCGA insur- 
ance committees will hold a joint meet- 
ing. The Accident Prevention Commit- 
tee will sponsor presentation of Safety 
Achievement Awards at a general ses- 


sions meeting. The Corporate Secretaries 
group will hear Emmet J. Leahy, of 
New York talk on paperwork manage- 
ment. George Harding, secretary, Pa- 
cific Telephone and Telegraph Co., and 
president, American Society of Corpo- 
rate Secretaries, will be a guest at the 
meeting. 

Mr. Blackburn, on behalf of the Gen- 
eral Convention Committee, said that the 
local subcommittees were doing a most 
effective job in handling the wide variety 
of details necessary for a good conven- 
tion. The result of this fine work is 
showing in the great number of advance 
registrations, which now total more 
than 1,850, 

Members of both associations plan- 
ning to attend the convention, who have 
not already done so, are urged to mail 
applications for accommodations as soon 
as possible to the A. G. A. Housing 
Committee, Convention Bureau, Los 
Angeles Chamber of Commerce, 1151 
South Broadway, Los Angeles 15, Calif. 
If cancellations of advance registrations 
are necessary, the Committee also asks 
prompt notification to that effect. 





Production meet 


(Continued from page 33) 





cleaning of gas lines. L. B. Wilson, 
Dowell, Inc., and Vincent Bowes, Oak- 
ite Products, read papers on the same 
subject. 

Samuel Cohn, The Peoples Gas Light 
and Coke Company, presided at a Chem- 


ical and Engineering session on Wednes- 
day morning which was largely devoted 
to odor conditioning and odor control. 
At a Manufactured Gas Production ses- 
sion led by John L. Turnan, Worcester 
(Mass.) Gas Light Co., subjects pertain- 
ing to production of high Btu oil gas 
were discussed. This conference was ex- 
tended through the afternoon with W. J. 


Thiel, Battle Creek Gas Co., as chair- 
man. 

Charles Koons, Koppers Co., presided 
at a luncheon conference on plant waste 
disposal, and William H. Kramer, 
Phillips Petroleum Company, and Ed- 
ward D. Crouch, Long Island Lighting 
Co., headed a luncheon meeting on use 
and handling of LP gases. 





Accident rate 


(Continued from page 15) 





0.81 accidents, respectively. For the in- 
dustry as a whole, the frequency of mo- 
tor vehicle accidents dropped 8.1 percent 
from 1953 to 1.47 accidents per 100,000 
miles last year. 


Injuries continued to be concentrated 
among a minority of companies during 
1954. One-third of the companies had 
three-fourths of the injuries. Among 
very large natural gas companies, those 
companies with accident frequency rates 
poorer than average accounted for 72 
percent of the accidents; they had an 


average of 81 accidents per company, 
while the companies with better records 
averaged only 24 accidents each. 
Comparable analysis for other sizes of 
company and type of gas emphasizes the 
concentration of accidents among a mi- 
nority of companies and points the way 
toward still further improvement. 





Atomic age 


(Continued from page 21) 





systems will not be useful and valuable 
for a long time because of the special 
nature of gas as an energy source. You 
will almost certainly be getting a good 
deal of your gas from fluidization or 
gasification of their materials. Coal is 
an obvious possibility and oil shale cer- 
tainly looks interesting. We are gradu- 
ally finding ways to economically re- 
cover oil from the shales that contain a 
good part of our existing continental 
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supply of petroleum. Gas will be an in- 
evitable by-product of that production. 

Behind the classification curtain, it is 
fairly common knowledge that uranium 
is also found with many types of shales, 
particularly some of the Chattanooga 
shales that underlie our Eastern Appa- 
lachian chain. The uranium content is 
quite large. At Columbia School of En- 
gineering, we have a large project spon- 
sored primarily by the government for 
the combined production of uranium 
and oil which, incidentally, will pull gas 
out of this material. Uranium has been 


turning up in oil fields now, in the wa- 
ters used in the so-called ‘‘water flood 
method” of production of oil. This ties 
in with the natural gas business too. We 
should all be aware of these combined 
possibilities. 

To go a step further, in the fluidiza- 
tion or gasification of materials for the 
production of gas, heat generated by 
atomic processes may prove very valu- 
able. Atomic reactors give us the highest 
energy density or the highest tempera- 


(Continued on next page) 
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tures that we can possibly achieve. The 
main limitation is really the materials 
problem, materials to hold the high 
energy development. In many of the 
largest atomic power plants, those that 
develop as much as 500,000 kilowatts, 
the heart of the unit need not be much 
bigger than a household refrigerator. 
This is a tremendous amount of energy 
density. 

A lot of chemical companies are ex- 
perimenting on the use of high level 
radiation as a means of producing and 
promoting both synthesis and decom- 
position. It would not be surprising to 
find a cross linkage here between the 
atomic energy field and the gas field. 

In one sense you may look upon 
atomic energy as a competitor but this 
would be a short-sighted view. You 
gentlemen are apparently going to be 
able to sell all the gaseous fuels you can 
produce and distribute more or less in- 
definitely. The main point is to retain 
your competitive position and be able to 
supply enough fuel to meet the demands. 

I strongly urge all of you in this in- 
dustry to keep in close touch with the 
developments in nuclear energy. For I 
am sure that if any of us, in the various 
energy fields, sit in a corner and don’t 
play ball with one another we may lose 
out. The entire field is sufficiently big 
so that there are plenty of glory and 
plenty of profits and plenty of customers 
to go around. Let us all make a com- 
bined attack of the very great problem 
of providing the total energy sources 
which will be required in the next ten 
to 50 years. 


Questions and discussion 


Question: Can you give us an idea as to 
the relationship of the power required 
to produce the product which, in turn, 
is used in a boiler for an electric power 
plant and the ultimate electric power 
that can be produced in the plant? I 
would also like to hear your remarks on 
what Dr. Sarnoff said about direct con- 
version of uranium into electric energy 
so that it can be packaged for the home. 


Dr. Dunning: You start with uranium 


oxide, perhaps one tenth of one percent 
you dig out of the ground at between 
ten and 20 dollars per pound. Uranium 
metal, then, will cost 30 to 40 dollars 
per pound after it is refined. Then put 
the stuff through the gaseous diffusion 
process at Oak Ridge. You go through 
that, pay the cost of raw materials, capi- 
tal investment, amortization, interest, 
operating and power costs and come out 
with materials costing about $9,000 per 
pound. That estimate is two years old, 
so I will beg the questions as to the exact 
cost. 

Even $9,000 per pound is equal to 
about six dollars a ton for coal. The 
actual energy content of the nuclear fuel 
is cheaper than coal and, in most parts 
of the country, cheaper than natural gas. 

As to the second question about direct 
conversion. You ask us why we go 
through a heat cycle to use this high- 
powered energy? The answer is that, al- 
though we talk about millions of volts 
we are speaking of tiny particles, most 
of which will hardly go through a piece 
of paper. Once you surround the mate- 
rial with a container the thickness of a 
piece of paper, that energy is all de- 
graded into heat. Unless you work in a 
sort of vacuum-type thing, the energy 
practically all goes into heat, very high 
level heat. 

Our whole basic problem is to get the 
heat out of those layers, to get materials 
that will take the heat. Any direct con- 
version, so far as we can see now, will 
result in only a tiny fraction of energy. 
I see no way at the present time except 
by going through the heat channel, to 
produce any substantial fraction of the 
energy. 


Question: Would they put out packaged 
units to heat the house ? 


Dr. Dunning: All of the economic fac- 
tors in the gas and electric industry have 
been on the side of central distribution. 
It has always been more economical in 
the long run to turn toward larger and 
larger central power stations, properly 
distributed. This carries over into the 
electric power generating field as far as 
atomic energy is concerned. 


In the gas field I am a bit concerned, 
In atomic fission, one tenth of one per- 
cent is turned into energy and the other 
99.9 percent is converted into ashes, The 
ashes are radioactive, the fission products 
are hot and furthermore they maintain 
their temperature so that there is a cop. 
siderable amount left at the end of the 
year. The utilization of these hot ashes 
for radioactive isotopes, for cancer te. 
search is widespread, yet it is a sort of 
chicken feed market. When you really 
get into the atomic power business you 
are going to have radioactive ashes run- 
ning out of your ears, so to speak. 

I am just a little worried whether 
somebody isn’t going to think of putting 
these ashes into a nice lead tank truck 
and drop them into one of these under- 
ground oil tanks we use for oil heating 
in our homes and then stick a little heat 
exchanger coil in that and pump it into 
the house. 

Perhaps, however, it will be better to 
have a central distributing point and 
pipe the ashes, in the form of gas, into 
the home. I would be remiss if I didn’t 
tell you of the interesting ramifications 
of this by-product ash situation. I would 
strongly advise the gas industry to be on 
its toes and see where it can collaborate 
and take a slice of this market. 


Question: What would be the “pack- 
age”? 


Dr. Dunning: We are building pack- 
age reactors now for remote areas. The 
logistics of it look pretty good where you 
don’t want to carry tanks of LP-Gas or 
fluid or oil. Whether it will work, or 
how well, is uncertain. Many people 
dream of whole new areas of industry 
developing because you can send a mes- 
senger boy with the fuel instead of run- 
ning a pipeline. 

Rapid research and engineering and 
technological development are going to 
make our economy increasingly dynamic. 
However, history has shown that those 
who keep up with new developments 
somehow seem to stay in business, keep 
producing more and making more. | 
haven't any worries; it is going to be 
a very interesting future. 





Baltimore action 





(Continued from page 10) 


homes—at a time when oil dealers were 
offering $100 and more as a trade-in on 
an old boiler. 
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The dealer contact group, which in- 
cludes 12 representatives and a super- 
visor, contacts all dealers regularly and 
informs them of future promotional and 
advertising campaigns. Replacement of 
outmoded and obsolete equipment is 


heavily stressed in all advertising and 
promotional literature. Advocated pat- 
ticularly is the change of tank-type water 
heaters to automatic water heaters and 
the use of matchless ranges. 

Other sales aids given dealers by the 
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dealer contact group include: names and 
addresses of customers who do not have 

house heating or gas automatic water 
heating; leads for warm air house heat- 
ing installations (company sells only 
conversion burners and wet jobs) ; tie- 
ins with company advertising; help in 
making heat loss surveys; competitive 
fuel cost comparison data; window signs 
and truck signs; and the mailing of 
dealer circulars and other promotional 
material. 

Company dealer contact men are fa- 
miliar with and in constant contact with 
the various appliance financing organ- 
izations in Baltimore and acquaint all 
newly established dealers with the facili- 
ties available. 

The company has no exclusive appli- 
ance sales franchises. 

Besides a regular free appliance ad- 
justment service, the company will also 
provide parts replacement at reasonable 
charges, where adequate service by other 
patties is not provided. On new home 
construction, the company maintains the 
first year guarantee for gas house heating 
equipment at an established flat price to 
the builder or heating contractor. 

No opportunity is missed in demon- 
strating gas appliances of the most mod- 
etn design on the company’s half-hour 
Home Service TV show and cooking 
schools, radio, and TV spots, and ex- 
hibits at fairs and shows. 


Commercial and industrial 


The Industrial Fuel Department of 
Baltimore Gas and Electric is responsible 
for developing commercial and indus- 
trial gas sales volume, and equipment 
sales are made principally through deal- 
ers. With a total personnel of 29, this 
department comprises 21 engineering 
tepresentatives fully experienced in man- 
ufacturing operations and commercial in- 
stallations that involve the use of heat 
and having a thorough knowledge of 
heating equipment and methods. 

Among them are specialists in various 
fields—heat treating and metal melting; 
ceramics, resin and oil processing; in- 
dustrial baking and drying; food process- 
ing and cooking, including kitchen lay- 
out for large volume meal production. 

_ This department renders technical as- 
‘stance in applying gas to the many di- 
Versified uses for which this fuel is em- 
inently fitted and gives continuing serv- 
ce, to ensure operating economy and sat- 
isfaction, after the installation is made. 
Gas for industrial heat processes is 
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sold in Baltimore on a firm basis at a 
price per Btu which is above that of com- 
petitive fuels. Hence, the company’s suc- 
cess in obtaining acceptance for this fuel 
—to the extent of nearly 3,000,000 cfh 
in connected load since 1950—reflects 
their program of selling gas as a utility 
service instead of simply a source of 
heat. 

This has involved intensive studies of 
manufacturing operations and the prepa- 
ration of detailed reports with recom- 
mendations for equipment, installation, 
and operating procedures. One of the 
outstanding factors in obtaining new 
business in large plants has been the In- 
dustrial Fuel Department's ability to 
prove the advantages of gas in competi- 
tion with other fuels by trial installations 
and, in special cases, guaranteed per- 
formance. 

With Bunker C and residual oils 
around six cents per gallon in Baltimore, 
it is often necessary to find better ways 
and improved types of equipment to 
utilize gas. It is also necessary for the In- 
dustrial Fuel engineering representatives 
to work with customers’ representatives 
in effecting and maintaining maximum 
quality and quantity of product, and to 
obtain agreement by the customer that 
these results are due to the use of gas 
fuel as sold and serviced by the company. 

In the last two years, brick kilns, 
smelters, glass tanks, enameling and heat 
treating plants, and numerous other in- 
dustrial operations have been converted 
to gas from oil to coke, and proved to 
result in more efficient operation. 

Every new operation proposing to use 
heavy oil receives careful study to deter- 
mine whether advantages in quality and 
quantity of product could be obtained by 
using gas, and there is an increasing 
willingness on the part of such concerns 
to give gas fuel full consideration. 

Sales of gas for space heating of shop- 
ping centers, warehouses, and commer- 
cial establishments continue to grow 
even though gas is a substantially pre- 
mium fuel compared to No. 4 and No. 
5 oil, and is slightly higher in fuel cost 
alone than No. 2 oil. 

The company participates locally in 
A. G. A. Commercial Gas Water Heater 
Campaigns. In the last such campaign, 
the department had full page advertise- 
ments in Baltimore Real Estate and 
Building News and Baltimore, and also 
had a series of direct mailings to 2,000 
restaurants and food service establish- 
ments, 500 drug stores, 1,800 taverns, 


4,000 shops, factories and industrial 
plants, and 500 builders, architects and 
engineers. 

This advertising carried the following 
statements: “Your contractor or equip- 
ment dealer can give you valuable help 
in planning an installation that will pro- 
vide efficient hot water service. Or, if 
you have any questions about size, de- 
sign, or operating quality, we will be 
glad to have our Industrial Fuel engi- 
neer look into your requirements and 
submit recommendations you can use as 
a guide in getting the best installation 
for your needs.” 

Gas is used almost exclusively for 
major cooking operations in food service 
establishments in the Baltimore area. In 
this field the company, for several years, 
has been utilizing Cooking for Profit 
which carries on the back cover their 
own advertisement. The continued theme 
of these advertisements relates to the 
advantages of the modern types of com- 
mercial cooking equipment and the bene- 
fits to the user of replacing obsolete 
units. Local participation in the A. G. A. 
Commercial Gas Cooking Campaign is 
carried on to some extent, although 
some of the A. G. A. material is re- 
placed with locally produced advertising. 


Offers proof 


Baltimore Gas and Electric is proving 
that a combination company can use the 
Action Program for Gas Industry De- 
velopment as well as a straight gas com- 
pany. In fact, certain advantages can 
be obtained by promoting gas appli- 
ances along with non-competitive electric 
equipment. 

What the Baltimore company, as well 
as any combination company, cannot do 
is to allow anything that is detrimental 
to either fuel to be advertised or pro- 
moted in its name. This is one reason 
that Baltimore Gas and Electric has been 
unable at times to use some PAR promo- 
tional and advertising material. 

The management of the Baltimore 
company feels that it has an obligation 
to all its customers in serving both fuels 
efficiently, as well as an obligation to its 
stockholders to give them the highest 
allowable rate of return for each fuel’s 
operations. In keeping with these obli- 
gations the company is vigorously pro- 
moting gas house heating, automatic gas 
water heating, and matchless gas ranges 
because it is convinced that these are in 
the best interests of its customers as well 
as. the company. 
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New A.G.A. members 


Gas Companies 


Florida Home Gas Co., DeLand, Fla. (A. H. 
Gaede, Pres.) 


Manufacturer Companies 


The Aerotec Corp., Greenwich, Conn. (John 
E. Mullaney) 

Cam-Stat, Inc., Los Angeles, Calif. (Roland 
D. Whitlock, Treas.-Gen. Mgr.) 

Configured Tube Products Co., Bellwood, III. 
(Fred D. Fisher, Pres.) 

Given Manufacturing Co., Los Angeles, Calif. 
(Bertram Given, Exec. Vice Pres.) 

Gordon & Piatt, Inc., Winfield, Kan. (S. An- 
drew Swoyer, Vice-Pres.) 
Prat-Daniel Corp., South Norwalk, Conn. 
(Conrad H. Pinches, Exec. Vice-Pres.) 
Smith-Blair, Inc., South San Francisco, Calif. 
(Luther L. Smith) 

Triad Products Corp., Chicago, Ill. (R. L. 
Geaslen, Pres.) 

John Wood Co., Ltd., Toronto, Ont., Can. 
(R. C. Wheeler, Product Engr.) : 


Individual Members 


Leo Albert, Koppers Co., Inc., Metal Products 
Div., Baltimore, Md. 

Robert H. Anderson, 
Board, Bradford, Eng. 

U. H. Anslinger, Servel, Inc., Dallas, Tex. 

Hugh W. Baird, Standard Pipe Protection 
Inc., St. Louis, Mo. 

Walter M. Baldwin, City of St. Petersburg, 
Div. of Gas, St. Petersburg, Fla. 

Marco P. Barbarin, Dowell Inc., New York, 
wy. Y: 

Edward F. Barrett, The Peoples Gas Light & 
Coke Co., Chicago, III. 

Arthur Bettauer, Price Waterhouse & Co., 
New York, N. Y. 

R. F. Boli, Carnegie Natural Gas Co., Pitts- 
burgh, Pa. 

Alvin R. Booth, Ray D. Baker Contractor, 
Inc., Detroit, Mich. 

E. W. Bradley, Jr., Philadelphia Gas Works 
Div., U.G.I., Philadelphia, Pa. 

Fred J. Breinlinger, Long Island Lighting 
Co., Far Rockaway, N. Y. 
W. Saurin Brooke, Public Utilities Commis- 
sion of the City of Kingston, Ont., Can. 
Emagene Burge, United Gas Corp., Shreve- 
port, La. 

John J. Burns, The Peoples Natural Gas Co., 
Pittsburgh, Pa. 

Roy F. Carter, Servel, Inc., Memphis, Tenn. 

P. E. Chamberlin, Servel, Inc., Kansas City, 
Mo. 

Earl P. Christensen, Price Waterhouse & Co., 
Detroit, Mich. 

Howard P. Conrad, Southeastern Michigan 
Gas Co., Port Huron, Mich. 

Raymond B. Cooper, Servel, Inc., Evansville, 
Ind. 


North Eastern Gas 


Nelson E. Davenport, Rockwell Mfg. Co., 
Pittsburgh, Pa. 
George R. Davis, Public Utilities Commis- 
sion of the City of Kingston, Ont., Can. 
William W. Devore, Pennsylvania Gas Man- 
agement Co., Tamaqua, Pa. 

J. Kenneth Fee, Public Utilities Commission 
of the City of Kingston, Ont., Can. 

W. Chester Fitch, Gannett Fleming Corddry 
& Carpenter, Inc., Harrisburg, Pa. 

Jack E. Fleisch, Ruthrauff & Ryan, Inc., Chi- 
cago, Ill. 

Howard E. Ford, Northern Illinois Gas Co., 
Bellwood, Ill. 

Byron E. Francis, Northern Natural Gas Co., 
Omaha, Neb. 

George G. Fredholm, Northern Illinois Gas 
Co., Aurora, Il. 

Wayne C. Gracey, The Peoples Gas Light & 
Coke Co., Chicago, IIl. 

George L. Grantham, Fort Hill Natural Gas 
Authority, Easley, S. C. 

F. A. Grossmann, Servel, Inc., 
Mass. 

Ralph C. Gustafson, Northern Illinois Gas 
Co., Aurora, Ill. 

Robert F. Hagemann, Jr., Southeastern Mich- 
igan Gas Co., Port Huron, Mich. 

George W. Hartung, The Peoples Natural 
Gas Co., Pittsburgh, Pa. 

William F. Hayes, Northern Illinois Gas Co., 
Aurora, III. 

Otto H. Hegemann, City Public Service Board, 
San Antonio, Tex. 

Charles L. Heron, The Peoples Natural Gas 
Co., Pittsburgh, Pa. 

Dillon B. Herzer, Southeastern Michigan Gas 
Co., Algonac, Mich 

Robert A. Himmelmann, The Peoples Gas 
Light & Coke Co., Chicago, III. 

Charles V. Hoey, The Peoples Natural Gas 
Co., Pittsburgh, Pa. 
A. L. Hospers, Servel, Inc., Columbus, Ohio 
Heard W. Hyslop, United Gas & Fuel Co. 
of Hamilton, Ltd., Hamilton, Ont., Can. 
Robert L. Ingeman, The Peoples Gas Light 
& Coke Co., Chicago, Il. 

Charles L. Jewett, Arthur D. Little, Inc., 
Cambridge, Mass. 

Sanfred N. Jumisko, Northern Illinois Gas 
Co., Aurora, Ill. 

Thomas A. Keeley, The Peoples Gas Light & 
Coke Co., Chicago, III. 

Wallace F. Kienast, Montana-Dakota Utilities 
Co., Glendive, Mont. 

George M. Kick, The Brooklyn Union Gas 
Co., Brooklyn, N. Y. 

R. L. Kirse, Jr., Servel, Inc., Evansville, Ind. 

Joseph A. Knell, Koppers, Inc., Metal Prod- 
ucts Div., Baltimore, Md. 

G. O. Kuhen, Servel, Inc., Evansville, Ind. 

Harold J. Latham, The Peoples Gas Light & 
Coke Co., Chicago, IIl. 

Harry S. Littman, Attorney-at-Law, Washing- 
ton, D. C. 

Ross O. Lobaugh, The Peoples Natural Gas 
Co., Pittsburgh, Pa. 

Leroy G. Malloch, United Gas Corp., Jack- 
sonville, Tex. 


Needham, 





George M. McClure, Battelle 
stitute, Columbus, Ohio 
Thomas T. McEldowney, Ni 
Gas Co., Aurora, Ill. 

Arthur G. Merkel, Northern Illinois Gas Co, 
Aurora, IIl. : 

William D. Metcalf, Northern Illinois Gas 
Co., Aurora, Il. 

Charles D. Mitchell, America: 
Boston, Mass. 

Charles Mullen, Niagara Mohawk Power 
Corp., Syracuse, N. Y. 

Hugh R. Murphy, The Peoples Gas Light & 
Coke Co., Chicago, III. 

Joseph R. Nardielle, The Peoples Gas Light 
& Coke Co., Chicago, III. 

Walter T. Neveu, The Peoples Gas Light & 
Coke Co., Chicago, Ill. 

W. R. Penn, Servel, Inc., Dallas, Tex. 

Chester H. Petersen, New Jersey Natural Gas 
Co., Toms River, N. J. 

Walter O. Peterson, Northern Illinois Gas 
Co., Aurora, Il. 

Dale C. Popp, Uservco, Inc., Jackson, Mich, 

John G. Reinke, Jr., The Peoples Gas Light 
& Coke Co., Chicago, III. 

Harold P. Risley, Public Service Co. of Colo. 
Denver, Colo. 

Lee Sanders, Servel, Inc., Dallas, Tex. 

R. P. Schenk, Servel, Inc., Chicago, III. 

Raymond F. Schuessler, Northern Illinois Ga; 
Co., Bellwood, Ill. 

John C. Simmons, Ruthrauff & Ryan, Inc, 
Dallas, Tex. 

Glenn D. Smith, Hope Natural Gas Co, 
Parkersburg, W. Va. 

James H. Smith, Fort Hill Natural Gas Av- 
thority, Easley, S. C. 

Lawrence R. Snyder, Hope Natural Gas Co, 
Morgantown, W. Va. 

J. F. Surbeck, Servel, Inc., McLean, Va. 

C. MacDonald Swan, Pennsylvania & South- 
ern Gas Co., Philadelphia, Pa. 

D. Ben Taliaferro, Bureau of Mines, Bartles- 
ville, Okla. 

Hilliard S$. Thurber, Long Island Lighting 
Co., Garden City, N. Y. 

Kenneth A. Tobias, Rheem Manufacturing 
Co., Chicago, Il. 

Earl L. Tornquist, Northern Illinois Gas Co,, 
Bellwood, IIl. 

J. M. Townsend, Servel, Inc., Chicago, Ill. 

Loren W. Tuttle, Northern Illinois Gas Co., 
Bellwood, III. 

Clarence G. Van Note, Public Service Elec- 
tric & Gas Co., Newark, N. J. 

John H. Wall, Servel, Inc., Evansville, Ind 

Jack H. Walters, Rockwell Mfg. Co., Pitts 
burgh, Pa. 

Arthur R. Ward, Hope Natural Gas Co., Fait- 
mont, W. Va. 

Lewis R. Warmington, The Peoples Gas Light 
& Coke Co., Chicago, Ill. 

John E. Wills, Northern Illinois Gas @, 
Bellwood, III. 

Frank Wright, Servel, Inc., Dallas, Tex. 

Lester W. Wuellner, Southeastern Michigan 
Gas Co., Port Huron, Mich. 

J. O. Yund, Servel, Inc., Evansville, Ind. 


Memorial fp. 


hern Illinois 


Meter Co. 








Test materials 


(Continued from page 20) 





used materials that may be suitable for 
pilot burner construction. In addition, 
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accelerated pilot studies using a wide 
variety of gas conditions and studies of 
the formation of deposits within metal 
tubes of different composition at ele- 
vated temperatures with various test 


gases flowing through the tubes wert 
performed. 

Experiments were made with coppét, 
aluminum, 18-8 chrome nickel stainless 
steel, nickel-free stainless steel, copper 
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dad steel, tinned steel and sulphur free 
yellow brass tubing to observe at what 
temperature deposits would start to form 
on the metal surface in contact with 
flowing fuel gas. 

Studies of both non-primary aerated 
pilot burners and single port pilot burn- 
ers in conjunction with automatic pilots 
devices were also made in an effort to ex- 
pand upon the information necessary to 














adapt these types of pilots to contem- 
porary gas-fired equipment. Additional 
studies were performed on low Btu pilot 
burners, on the order of 50 Btu per hour 
gas input rate. 

Copies of Research Bulletin No. 69, 
authored by James C. Griffiths of the 
Laboratories staff, are available at $1.00 
each from the Association’s Headquar- 
ters or the A. G. A. Laboratories. 





Sell a service 

(Continued from page 30) 
about double the customer's cost of the 
fuel which is to be displaced. Or when 
I learn that they have sold nearly 
$300,000 worth of gas to a glass factory 
in displacement of bituminous coal, 
again at a much higher price per million 
Btu. Or more than $200,000 worth of 
gas to a brick manufacturing company, 
displacing #4 and #6 oil. These men are 
selling, not just a quantity of Btu but 
a service. 

In order to sell that service, they have 
to know what it is capable of doing and 
they have to know enough about the 
customer's operations to be able to show 
him how gas can be used and what it 
will do for him. Often they have to as- 
sist in the design of equipment. That is 
real salesmanship, the kind for which 
the members of this Industrial and Com- 
mercial Gas Section are justly famous. 

I should like to be able to say to you 
that every gas utility company in the U.S. 
is as much interested as I am in the sale 
of firm gas for those industrial processes 
which require continuity of supply. Most 
of them are. I trust that the day will come 
when all of them are. But there are seri- 
ous obstacles which stand in the way. 

Perhaps the greatest obstacle is the 
failure of some top executives in the in- 
dustry to realize what profits are availa- 
ble in the sale of gas at prices which re- 





flect its value as a service, rather than its 
cost as a fuel. 

The attitude of regulatory bodies, the 
inflexibility of some of them in their rate 
making policies, their insistence that gas 
rates be based on cost rather than value 
of service, the restrictions imposed by the 
laws of several states, the necessity in 
some cases of making substantial invest- 
ments in peak-shaving or supplemental 
plant capacity to firm up natural gas sup- 
plies, are additional obstacles. 

It would be easy to let these obstacles 
discourage us. But discouragement is not 
the mark of salesmen such as you, nor is 
it the watchword of the Giddyap Pro- 
gram. No obstacle is insurmountable. If 
the long term competitive strength of 
the gas industry depends upon a general 
recognition that gas is not just a fuel but 
a valuable service, then it is our job to 
bring about that recognition. 

And if the chief executives of the com- 
panies which some of you represent 
haven't seen the light as yet, then I must 
say that you have been wasting your 
salesmanship on your customers when 
you should have been using it on your 
bosses. As salesmen it is your job to know 
your market, but it is just as much your 
job to give the chief executives of your 
companies an understanding of that mar- 
ket and its true relationship to the serv- 
ice you have to sell. 





PR ad 





(Continued from page 17) 


corporate the suggestions and comments 
of the 19-man A. G. A. Public Informa- 
tion Projects Committee headed by Har- 
old E. Eckes, director, Public Relations 
and Marketing Research, The East Ohio 
Gas Co., Cleveland. Each ad features 
jobs and functions common to all gas 
companies and copy treatment designed 
for easy adaptation to local situations 
and individual company policies. 

The series was prepared for the 
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A. G. A. Public Information Bureau by 
Bozell & Jacobs, Inc., New York, PR 
counsel. Two sizes of mats, four column 
by 12 inches, and three column by ten 
inches, will be made available to mem- 
ber companies at mat and reprint costs 
only. Suggested uses include daily and 
weekly newspapers and gas company 
publications. 

Later ads in the series will dramatize 
the role of the gas industry's appliance 
testing and approval program and other 
phases of gas company activity under the 
free enterprise system. 


i 
JULY 


11-15 *National Housewares & Home Ap- 
pliance Exhibits, Convention Hall, 
Atlantic City, N. J 


AUGUST 


1-3 *American Trade Association Execu- 
tives, Grand Hotel, Mackinac Island, 
Mich. 


SEPTEMBER 


9 *New Jersey Gas Association, Hotel 

Monmouth, Spring Lake, N. J. 

11-13 *Independent Natural Gas Associa- 
tion of America, Jasper National 
Park, Canada 

14-15 *Seventh Annual A.G.A. Accident 
—— Conference, Little Rock, 
Ark. 

25-30 *International Gas Union Sixth Con- 
— Hotel New Yorker, New 
Yor 


OCTOBER 


12-14 *GAMA Annual Meeting, El Mir- 
ador Hotel, Palm Springs, Calif. 

17-19 *A.G.A. and Pacific Coast Gas 
Association Convention, Los An- 
geles, Calif. 

17-21 *National Metal Exposition, Phil- 
adelphia, Pa. 

18-21 *The American Dietetic Associa- 
tion, St. Louis, Mo. 

18-22 *National Safety Congress and Ex- 
position of National Safety Coun- 
cil, Chicago, Ill. 

24-26 *American Standards Association, 
Sheraton Park Hotel, Washington, 
i? Me 
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24-26 *Pacific Coast Regional Restaurant 
Convention and Exposition, Bilt- 
more Hotel, Los Angeles, Calif. 

24-26 Sixth National ASME Conference 
on Standards, Washington, D. C. 

24-27 *National Association of Railroad 
& Utilities Commissioners, Ashe- 
ville, N. C. 


NOVEMBER 


2-3 *American Home Laundry Manu- 
facturers Association, The Palace 
Hotel, San Francisco, Calif. 
6-9 *Controllers Institute of America, 
Hotel Statler, Los Angeles, Calif. 
13-18 *ASME, Congress and Hilton Ho- 
tels, Chicago, III. 
16-18 *Southeastern Gas Association, Roa- 
noke Hotel, Roanoke, Va. 


1956 
JANUARY 


23-24 *Industrial Heating Equipment As- 
sociation, La Salle Hotel, Chicago, 
Ill. 









































Personnel service 





SERVICES OFFERED 


Management Engineer—eight years’ experience 
with medium size midwest gas utility in all 
phases of operations and engineering, both 
technical and administrative, during manu- 
factured gas, changeover, and natural gas 
periods. Engineering degree and registered 
professional engineer. esires greater re- 
sponsibility and opportunity in expanding 
company. § 


Market Analyst-Economist—available fer gas 
utility or gas transmission company. Columbia 
University Ph.D. (Economics) degree. Partici- 
pated in Executive Develop:rent Program of 
major gas utility compan former marketing 
management consultant. amiliar with statis- 
tical techniques, public regulation, and sales 
promotion. Married. (34) Salary requirement: 
$700 monthly. 1809 


Engineer—graduate, with extensive experience 
in design, development and production of gas 
appliances, much of it at a supervisory level, 
is interested in a new connection. Resume 
available. 1810. 


Sales Executive—successful experience, and 
broad, mature background with leading appli- 
ance manufacturers. Close personal acquaint- 
ance with leading U.S. and Canadian distrib- 
utors, and U.S. mail order houses and chain 
store buyers. Has hired, trained, and super- 
vised factory sales organizations and national 
groups of manufacturers’ representatives. Ex- 
cellent working knowledge of manufacturing 
and advertising. Fitted i top level respon- 
sibilities in sales department of manufacturer, 
utility, or large retail store appliance oper- 
ation. 1811. 


assistant superintendent of department han- 
dling production, distribution, meters and cus- 
tomers service. Prefer under 35 with technical 
background and some experience in one or 
more of above operations. For properly quali- 
fied man this is a permanent, pleasant and 
well-paid position. eply stating age, ex- 
perience, education and personal purtiquiogs. 


Natural Gas Engineer—for research on _produc- 


tivity of natural gas wells in the Mid-Con- 
tinent area. Work involves the basic theory of 
fluid flow. Experience required in well testing 
and gas measurement. Reply giving refer- 
ences and full details as to education, profes- 
sional experience, and salary expected. 0770. 


Manager—for gas utility, recently converted to 


straight natural gas, located in Middle- wage 
tic state. Approximately 6,000 meters. One of 
a group of jointly operated properties. Knowl- 
edge of distribution system operation and con- 
struction, sales, industrial gas utilization, and 
office procedure desirable. Kavise full particu- 
lars about self and past experience. 2. 


Sales Engineer—leading Midwestern valve man- 


ufacturer is searching for sales engineer to 
handle sales to gas appliance manufacturers. 
Knowledge of gas advantageous, however, not 
absolutely necessary. Opportunity for advance- 
ment assured for right man. Please state quali- 
fications and salary expected. 0772. 


Salesman—permanent position with natural gas 


utility serving approximately 2,400 gas meters 
located in western Kentucky. Must have at 
least a high school degree and approximately 
15 years’ experience in advertising and selling 
gas and appliances. Must be qualified to evalu- 
ate industrial, commercial and residential size 


familiarity with A. G. A. requirements g 
ferred. Reply giving age, education and ¢ 
rience. 6. 


Gas Appliance Development Engineer—e; 
enced in A. G. A. testing procedure on oem! 
heating. Mechanically inclined and cap 
making necessary changes desirable, 
resume. Bay area, California. R 

Assistant Manager, Gas Operations—Estah 
company serving about 80,000 gas 
wants qualified man 35-40 years as assist 
man in charge of gas operations. Adyvancem 
to top position in 2 or 3 years assured for ry 
man. Must have broad experience in 
erations, and qualified to handle distrih 
sales, and pricing problems. Salary $10 
$15,000. Give complete information, educ: 
experience, background and other q 
tions, send recent photograph. 0778. 


Industrial Sales Engineer—Assistant to 
manager prominent Connecticut manufactum 
experienced in application, sale and servi 
of industrial furnaces, ovens and cont} 
requires versatile man who can write 
posals, sell and service standard equip 
Send brief resume including salary 
ments for initial confidential consideratig 


Plant Accountant—Gas transmission comp 
located in Rocky Mountain area requires 
accountant capable of supervising plant 
counting section. Accounting degree and 
plant accounting experience essential, 
under 40; salary open; liberal employee be 
fits. Submit details of qualifications and™ 
perience. 0780 : 


heating, ventilating and other services equip- Accounting Specialist—Accounting specialist | 
sales engineering, residential and commercial ment and installations, and make cost analyses controller’s department of natural gas tr 
heating, water heating and domestic appli- thereof. Remuneration based upon salary and mission company located in Rocky Mount 
ances. Knowledge of sales procedure in both commissions on sales of appliances and gas. area. CPA, accounting degree, and five ye 
large and small utility companies, natural, 0773. gas utility experience preferable. Age w 
manufactured and LP-Gases. Can relocate. Sales Manager—Pennsylvania merchandising 40; salary open; liberal employee bene 
1812. utility has opening for division sales manager. Submit details of qualifications and expe 


Manufacturers’ Representative—since 1938, wants Please reply in writing, giving complete re- ; 
gas appliance line for California headquarters sumé. 0774, Stores Accountant—Gas transmission com 
os Angeles. Residential, commercial and in- Commercial Sales Supervisor—merchandising located in Rocky Mountain area requi 
dustrial experience. 1813 utility wants commercial sales supervisor. Sal- stores accountant capable of taking charge 


ary and override. Give complete details. Ap- all stores accounting and supervision of 
i accounting. Accounting degree and five 


plications will be held in confidence. 0775. 
POSITIONS OPEN of utility stores accounting experience 
Test Engineer—large eastern gas utility desires tial. Age under 40; salary open; liberal 
Gas Engineer—Connecticut utility requires services of an engineer experienced in appli- ployee benefits. Submit details of q 
young gas engineer capable of taking over as ance testing. Knowledge of mixed gas and tions and experience. 07 


Gas Sales Engineer—experienced in industrial 








NY-NJ meeti ng Home Appliance Company. First quarter and Gas Company. Slides of fall ads 
figures show that New York and New shown and a TV commercial, one Of 
(Continued from page 37) Jersey lifted the gas dryer sales per- series of six available through A. es 
centage by several figures over 1954. was screened. me 
not forgotten. Mr. Millard pointed to Atlantic City The role of home service in mak 


sales was the topic of a round-table 
by Ruth Soule, The Brooklyn Union G : 


Plans for all gas companies to main- 
tain and extend the kitchen and laundry 
load were discussed by Charles Bowen, Company. 
manager of A. G. A. New Freedom Gas rg rg LD A. J. Hartmann, Consolidated Edt 
Kitchen and Laundry Bureau. He re- Ww : @ P oo h ‘ ris es = of New York, succeeded Henry Rohtg 
viewed the splendid cooperation of man- _** OFS Olfers @ Plan whereby a PFospec- Council chairman for the coming J 
ufacturers in this field and showed how "VY buyer may rent a dryer for 75 cents Howard Niles, Public Service Ele¢ 
gas companies can tie-in on the local * week with a full year to make up his ang Gas Co., was elected vice-chairtil 
level with national promotions in lead- mind whether to buy or not. All rental and Robert Denhart, Central Hud 
ing magazines. payments apply to the price in case of Gas and Electric, and William Mine 

Gas dryers will constitute a greater purchase. New Jersey Natural Gas Co., be 
percentage of total dryer sales when more A preview of A. G. A. advertising for Council members. ; 
gas companies see to it that gas models the coming year was given at the adver- The conference concluded Tues 
are on dealers’ floors, the dryer panel ising round-table presided over by afternoon witha “Friendship Hour” 
was told by Norman R. Millard, Bendix C. Fred Westin, Public Service Electric appliance manufacturers as hosts. 


and Philadelphia as two bright spots. He 
attributed a healthy rise in gas dryer sales 
to a rental purchase plan initiated by lo- 
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